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TUG OF WAR — OUR POLICIES PULL THEM OVER 


WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 
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Meee i Left: Night 
LLL TTT view of the 
“ttn world’s largest 


building. The 
Merchandise 
Mart. Asplen- 
did camera 
study. This 
great structure 
would house 
the population 
of a sizeable 
city. In the 
foreground lies 
the Chicago 


river. . . 


Seatistics| 


| THEsE facts express Chicago's 
| ‘bigness: Within this city isa $13,000,000,000 


market. Chicago manufactures 250 major 





| products and ranks second in total value of all 
. . s 
| products made in the United States. Chicago 


is the world’s largest food center, radio dis-~ 





tribution center, and mail order distribution 


center. Chicago is also the world’s greatest 
market for live stock, grain, musical instru- 
ments, and telephone equipment. Workers’ 
earnings in Chicago average $1,54 3 annually 
compared with $1,280 for the nation as a whole. 
Chicago is a leader! Big business in Chicago 


| means profit and contentment for Chicagoans. 


ILLINOIS LIFE INSURANCE CO. 


|| 

| ILLINOIS LIFE BUILDING CHICAGO 1212 LAKE SHORE DRIVE 
} 

Raymond W. Stevens, President 

| 
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Milling crowd ona busy corner in 
the Loop. Photo courtesy Chicago 
Daily News. . . . . ° e 


Among other distinctions Chicago 
holds the title of “world’s foremost 


ilroad inus.” 
railroad terminus. 





A giant of the rails. Panting in the 
train shed at the end of its journey. 
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A Good Place to Live 
A Good Place to Work 
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If you want to represent 
a company offering... 
quick service 
fair dealing 
personal attention 
active help 
home office cooperation 
attractive policies 
practical suggestions 
you need not look farther. The Shenandoah 


Life offers all these attractive features. 
Write Charles E. Ward, agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


R. H. ANGELL E. LEE TRINKLE 
President Vice-Pres. 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 





1930’s Record 


So far as results achieved are concerned, 1930 
proved as good a year for the Guardian Fieldman 
as its record-breaking predecessor, 1929. 


The Guardian’s new paid for business last 
year was $87,560,322—practically equalling 1929's 
peak production which, in turn, was 16% greater 
than that for any previous year. 


The amount of insurance in force with the 
Company increased to $502,763,636—more than 
double the total of six years ago. 


An illuminating insight into The Guardian’s 
progress is given in the following brief com- 


parison: 
1924 1927 1930 
New Business Paid 
WN catdnk ese accent $45,251,784 $72,159,246 $ 87,560.322 
Total Insurance in 
ae epere 250,134,633 373,838,773 502,763,636 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE NEW YORK CITY 



































MODERN TOOLS for 
MODERN TIMES 


The so-called Family-Protection policy has 
been acclaimed by life underwriters because it offers 
an undoubted service of value and because it supplies 
an easy approach to prospects. This Company has 
recently designed such a contract, but on a uniquely 
different basis, and our representatives for some time 
have had it in their policy equipment. It contains a 
device for giving to the beneficiary the full denomi- 
nated income-paying period, instead of giving her an 
income for only the number of years elapsing between 
the death of the insured and the end of an income 
period which starts at the date of the issuance of the 
contract. And there are other features that increase— 
rather than diminish—the protection supplied to the 
beneficiary. 


New policy forms come and go. Many of them are 
accorded enthusiasm when they are announced, and 
they have a brief period of popularity. We believe that 
a perfected Family Income policy will become one of 
the standard forms in general and permanent use. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 
J. V. E. Westfall, Vice-Pres. 


THE PENN MuTuAL LIFE INSURANCE Co. 
PHILADELPHIA 


Founded 1847 Independence Square 























SIGNIFICANT ITEMS NOTED IN OUR 
TWENTY-FOURTH ANNUAL STATEMENT 


and 


REPORT TO POLICYHOLDERS 




















Comparative Figures for 1930 and 1929 


1930 1929 Increase 
Assets . $ 7,987,456.03 $ 7,541,050.39 $ 446,405.64 
Legal Reserves 5,966,782.00 5,658, 127.00 308,655.00 
Surplus . ‘ ; 690,128.69 608,473.12 81,655.57 
Premium Income . 1,556,245.52 1,399, 108.48 157,137.04 
Total Income . 2,03 1,800.50 | 850,864.48 180,936.02 
Paid to Policyholders 
and Beneficiaries 1,008,226.78 802,030.44 206, 196.34 
Insurance in force.. 71,014,657.00 69,708,308.00 1,306,349.00 


Total Paid to Policyholders and Beneficiaries 
Since Organization $6,253,595.22 


The company is steadily extending its field forces 
under the branch manager plan. With modern 
policy contract, low net cost, and un- 
usual services to its policyholders and 
agents, the Protective Life offers 
exceptional agency opportuni- 


ties to those who can 
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DEVOTED to the ideals of family security 
and independence. » » » » » » » 


ADAPTED to and in harmony with 
modern agency and underwriting 
practices that protect the interests of 
the fieldman and the policyholder. 


Security Life Insurance Company 


OF AMERICA 
One Thirty Four North La Salle Street 


4- 


Executive Offices Chicago 
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Best Comments 
on Security Life 


Indicates Possible Steps in Clear- 
ing Stock Portfolios of 





Chicago Company 





DEEMED AUTHORITATIVE 





Management Might Later Buy Missouri 
State Stock from Consolidated 
Company, Consultant Says 





Alfred M. Best Company has issued 
a bulletin indicating what steps the 
Security Life of Chicago management 
is contemplating to clear its portfolio 
of stocks in other life insurance com- 
panies. This bulletin is undoubtedly 
authoritative inasmuch as Mr. Best was 
the official consultant who served M. J. 
Dorsey, president of the Security Life, 
at the time Mr. Dorsey was negotiating 
for the purchase of the Inter-Southern 
Life of Louisville. i 

After reviewing the facts incidental to 
the purchase of the Inter-Southern by 
the Keystone Holding Company follow- 
ing the collapse of Rogers Caldwell & 
Co., the Best bulletin expresses dis- 
approval of the ownership by life insur- 
ance companies of stocks of other life 
insurance companies. The Security Life 
owns the controlling interest in the 
Northern States and the Inter-Southern, 
having purchased the latter stock from 
the Keystone Holding Company. The 
Inter-Southern, in turn, owns one-third 
interest in the Missouri State Life. 


Explanation Is Important 


Best states, therefore, that Mr. Dor- 
sey’s explanation that the present situa- 
tion is “temporary” is important. “We 
recognize,” the bulletin also states, “the 
validity of the explanation of the rea- 
son for the delay in working out a per- 
manent financing program.” 

That the Security Life management 
plans to consolidate the Inter-Southern, 
the Northern States and Security Life 
is indicated from Best’s statement: 
“Analysis of the statement of the three 
companies indicates that a consolida- 
tion of their resources and business in 
the Security Life and the introduction 
of about $4,000,000 of new capital and 
surplus, would make possible the elimi- 
nation from the assets of the Security 
and its present holdings of Inter-South- 
ern and Northern States Life stock, at 
the figures at which they appear in the 
annual statement, so that the only life 
imsurance stock owned by the Security 
would be the Missouri State Life stock 
now owned by the Inter-Southern, 
which could be carried into the state- 
ment at the figure fixed by the state 
department which has been examining 
the Inter-Southern. 


“This plan would result in a company 
with upwards of $40,000,000 in assets, 
about $340,000,000 of insurance in force 
and a policyholders’ surplus sufficient 
to protect the combined business; and 











Mortality Ratios Are Calculated 
Covering the Last Five Years 



























































The new Little Gem Life Insurance - <n - 1926 1927 1928 1929 1930 
- :. » Wee r . a _| Manhattan Life....78.7 78.0 70.3 70.5 86.9 
Chart issued by THE NatsonaL Unpar- | ocutecturers 468 540 583 601 520 
WRITER gives ratio of actual to expected | Maryland Life .... .. a ; 66.1 55.2 
mortality for companies covering the | Mass. Mutual .....§ b0.7 947.7 49.5 50.9 58.3 
" : Mass. Protective... ... ~~ Ge 69 
last five years. It is as follows: *Metropolitan S38 6S6 596 641 628 
: ‘ o7 ° | Michigan Life ....... vec “ ‘ 55.3 
? 926 927 1928 1930 
. .. . _ 4 . 52 eas 43.6 | Midland Life ......53.1 53.6 57.0 46.9 42.4 
a Ak One. oan 74.2 | Midland Mut., Ohio.26.9 49.5 36.6 40.2 47.0 
ae ahi oon Oe 55 4 aa 64 1 Midland Natl. .....60.1 40.6 44.0 34.3 65.3 
ee ae sev £8 ; Midwest Life ......... : $2.7 40.6 56.1 
American Cent... 59.7 55.0 69.5 Of 1 Minnesota Mutual. .50.9 40.1 463 52.7 523 
Amer. Life, Mich. .45. 48.1 55.1 60.5 60.1 Mis Ses 86 589 9 702 71 
Amer. Natil., Tex..56.3 62.2 84.1 78.0 87.1 | Missour! State ....55.6 58.9 62.9 16.2 41.8 
Amicable 28 9 [0.5 40.9 Mcnarch Life . 23.8 25.4 
, , * oo = ec @ . Montana Life .....38.8 55.4 8.7 44.3 
Atlantic Life . --57.56 48.4 573 64.3 64.4 Mutual Benefit "534 502 4 655.8 
Baltimore (i) .....83.8 78.4 $8.6 80.6 | Mut. Life, Md.(i)..48.3 41.8 8 73.6 
Bankers Life, la..63.0 70.2 67.6 68.5 65.0) Mrutual Life, N. ¥.51.4 54.5 0 63.0 
Bankers Life, Neb.34.1 36.3 29.4 39.2 38.8 | Mutual Trust, Ill..46.4 43.9 8 42.5 
Bank. Natl, N. J.. ... 86.5 33.0 64.3 46.2 National Guardian.41.1 32.3 5.9 31.9 
Bankers Reserve...46.8 40.0 38.0 48.8 46.7 | Nat Life & Acc (i).69.8 65.1 7 67.2 
Bank Savings ..... 34.4 38.0 37.4 41.3 44 1 National Life, Vt..51.9 53.4 9 59.1 
Beneficial L., Utah. : 43.4 41.2 51 7 42 6 | National Life, I11..56.0 56.7 9 61.46 
Berkshire L., Mass.62.7 53.8 60.9 72 3 69.1 National Life, Ia.. .. 1 82.7 
Boston Mutual cose eve 77.0 67 7 |New Engand Mut.45.8 49.7 : 5.6 64.4 
Brooklyn National... ... 31.6 57.2 | New World, Wash.49.4 35.1 ; -1 41.2 
Business Men's ....33.9 39.6 39.4 | New York Life 5 62.1 67.3 67.7 59.2 
California State ...47.8 61.0 46.5 | North Amer., II..50.1 49.6 > 465.5 
Canada Life ..... 56.3 64.8 57.9 Northern States 5.4 65.3 49.3 
Capitol Life, Colo. .69.4 58.6 61.4 | Northern, Wash ° ® 44.2 40.9 
Central Life, Ia... .37.8 g 39.5 43.4 Northwestern Mut.48.4 48.8 57.7 
Central Life, Tll...42.1 41.1 37.0 38.1 37.1 | Northwestern Natl.45.4 46.1 47.0 
Central Life, Kan. .30.0 § 9 Occidental, Cal. ...44.1 45.3 50.6 
Central States, Mo.38.5 Ohio National ....51.6 39.8 50.9 
Chicago National .. ... Ohio State Life....47.2 43.8 45.6 
Colonial Life,N. J.. Old Line, Wis.....42.4 39.0 39.4 
Columbia, Ohio... .60.0 Oregon Mutual ....55.0 652.5 51.6 
Columbia Mutual. .59.3 5 | Pacific Mutual 3.6 45.2 > 
Columbian Natl....64.2 § ® | Pan-American 4 65.7 2 
Columbian Mutual.59.3 é 5 | Penn Mutual 7 66.5 66.0 
Commonwith., Ky..50.0 53.0 57.0 53.5 49.5 | Peoples Life, 2 46.4 59.9 
Connecticut Gen...55.0 49.6 58.1 62.2 71.5 | Peoria Life, 0 43.1 63.5 
Connecticut Mut...62.6 62.2 46.2 51.8 56.7 Philadelphia Life..84.1 77.8 95.1 
Cont. Amer., Del..69.0 29.2 48.0 47.0 46.1 | Phoenix Mutual....48.8 52.0 52.4 
Continental, Ill. 36.4 44.8 42.6 36.5 | Pilot Life seseseoen Gane 
Continental, Mo.... 55.1 61.4 50.8 3.7 | Postal National.... ° ee in Te 
Detroit Life ..... 60.9 55.3 57.5 64.9 | Protective, Ala, .... 73.3 66.4 62.6 
Equitable, N. Y 54.0 84 61.0 63.7 Provident Mut., Pa.49.2 43.2 47.0 64.1 57.8 
“eee oes > oe Sevres ” . aoa ome f EUNONEN cccccs 52.7 56.2 69.0 61.8 61.1 
nt rae om Weves en ¢ 34 0 45.6 44 . 42 : Puritan Life ....:....- 2 47.3 58.8 
Equitable, Ia. ..... 5.6 2 cerita : pg = a se 
Eureka-Maryl’d (i) 794 73.1 66.2 76.9 Register Life, la...33.7 39.9 4.9 47.7 18.9 
F:  & emieen. .§ 94.5 16 444 49.5 | Reliance Life, Pa..55.4 61.9 44.9 45 $1.2 
‘arm. > ~ “ S..08 . 449 42.6 | Reserve Loan, Ind.40.9 61,3 63.2 59.6 61.8 
—— & cate BEB. ce oes cape 71 2 65 6 one Royal Union, Ia...48.7 41.6 50.4 52.2 54.0 
Farmers Life ....... 71.7 65.6 75.7 > $55 41 . 4 
a “a ife "gs 0 44.6 54.3 49.5 64.7 | St. Louis Mutual...62.8 35.5 4 Ma 
a mae —. ard or 0 60.4 65.4 65.0 61.4 | Scranton Life ..... 64.2 68.0 61.6 61.6 49.4 
Fidelity Mutual. 577 58.7 69.9 57.2 68.8 | Security Life, I11..51.9 60.3 46.8 64.3 58.1 
ra: klin Life .....51.7 50.6 68.4 61.2 60.9 | Security Mut. N. ¥.72.2 70.4 64.1 69.1 65.5 
Girera f ife advices eee ; 54.6 55.8 | Sentinel Life, Mo... om . 16.2 26.1 75.8 
aeone We Sai =a pate F 41.8 | Shenandoah ......598 73.8 65.3 59.1 60.6 
~ ee aa ain 53.5 | Southeastern Life.. ... ' 49.5 53.6 
a Se, Sse 59 | Southland L., Tex..47.7 35.4 49.5 52.7 59.2 
Guedes N. ¥. 49. 7 49.9 | Southwestern, Tex.40.5 42.1 46.3 47.5 48.3 
~ eg: gee Ke Standard, Pa. ..... ... 6.8 
Home Life, N. Y...54.6 69.3 | ~ hepa 
ea ¢ so ¢ | State Farm ...... eee es : 33.0 
Home Life, Pa. (i).73.2 63.6 | - co P ‘ on > 
Illinois Life .....- 5.3 52.0 State Life, Ind..... 65 2 44 , 53 8 71 1 62.8 
epee is Life 28 5 43.9 | State Mutual, Mass.56.4 43.2 53.8 53.1 54.8 
Indianapolis — 518 63.4 | 5un Life, Can..... 60.1 51.4 56.4 569.4 57.6 
no age eer 17 | Sun Life, Md...... 36.2 37.6 42.1 44.0 56.5 
ean ake 614 | Travelers 2.0 55.0 60.0 63.4 63.2 
Jedea Life 32.1 | Union Central ....52.2 49.6 67.0 61.7 65.0 
ee a i ee . 75 | Union Labor ...... ‘ ° 93.4 72.7 
ansas City Life. .40.7 47.5 | Uni A $ 
ey Ry 88 61.9 44.7 | Union Mutual .....! 56.9 71.0 60.1 72.1 70.1 
rife & —- \ United Life & Ac..55.0 60.9 45.6 63.0 43.0 
. des “a” 54.3 51.5 60.0 66.8 64.3 | United States Life.73.3 66.1 77.6 93.2 69.1 
“Begs aie “acetates Victory Life, Kan..21.1 35.3 24.3 31.0 31.1 
zife Ins. Co. of 3 . 
' ‘Va (i) cs : ; eevee 67.2 65.9 68.9 67.2 70.0 | Volunt. State, Tenn.59.0 53.4 49.9 67.1 69.0 
: vi ....52.0 68.7 53.4 60.1 60.9 | West Coast, Cal...56.7 53.8 48.6 45.0 68.9 
Lincoln N a West. & South, (i).68.8 68.5 65.9 72.0 67.1 
(i) Includes Industrial. *Ordinary only West. States, Cal..43.7 52.5 48.3 48.4 42.8 
apparently such an investment would | porary; that no profit was made by the 


be warranted by the value of the re- 
sultant company. After completing 
such a program, the management could 
proceed to perfect plans for purchasing 
from the Security Life the stock of the 
Missouri State Life.” 

What Dorsey Says 


“Mr. Dorsey,” the bulletin declares, 
“has stated to us that it is his intention 
ultimately to remove from the assets of 
the companies under his control all in- 
vestments of stock in other insurance 
companies; that the present ownership 
of the controlling stock of the Inter- 


Southern and Northern States is tem- 





Keystone Holding Company through the 
sale of the stock of the Security Life, 


and that it was impossible to fix definite | 


plans for the permanent financing of the 
enterprises until the examinations of the 
respective companies were completed; 
or at least until an expression from the 
examining state insurance department 
as to the position of each company was 
forthcoming. This information was 
available only recently, and the energies 
of the management are now being di- 
rected to this problem. The stockhold- 
ers of the Security Life at their annual 
meeting this month authorized the re- 
(CONTINUED ON PAGE 9) 








Professionalism Is 
Seen as Next Step 


President Reynolds of Detroit Life 
Speaks at Tri-State Congress 
in Philadelphia 


PROCEEDS IN BALANCE 


Huge Sum of Insurance in Force and 
to Be Demands Service of 
Skilled Advisers 


Everything points to the professional- 
izing of life insurance as its next great 
step, John A. Reynolds, president De- 
troit Life, stated in address on 
“Safety Through Conservation of Pro- 
ceeds” at the Tri-State 
Philadelphia March 26. He expressed 
doubt that the proper distribution of life 
insurance proceeds can be made effec- 
tively unless life insurance salesmen live 


his 


Congress in 


and operate on a professional status. 

“We cannot discuss the problems that 
arise out of the investment and protec- 
tion of the proceeds of life insurance 
policies unless we feel assured that the 
people who enter into the discussion are 
competent to understand, in the ramifi- 
cations of the problem, the immensity of 
the amount at stake and are imbued with 
a professional idea of service,” he said. 


Every Element Professional 


“Practically every element, with the 
possible exception of salesmanship, en- 
tering into the marketing of insurance 
is professional. The investment of in- 
surance funds is decidedly so. The con- 
triving of insurance contracts, the actu- 
arial element, is either a profession or a 
mystery. The teaching of men how to 
sell comes under the teaching profes- 
sion, and the building of home offices 
is professional architecturally.” 

Mr. Reynolds pointed out that in the 
past life insurance was sold for a death 
benefit and was discussed as something 
that would provide a burial fund or a 
sum to take care of emergencies. He 
said this could not be avoided at the 
time because companies were careless 
in selecting representatives and men of 
talent, acumen and high purpose could 
not be inveigled into marketing a much 
abused and little understood article. The 
original contract provided little except 
a policy paying a given sum in case of 
death. 

Developed the Options 


The second cycle in the history of 
life insurance, he said, occurred in de- 
velopment of optional settlements. Later 
on came the total disability clause, and 
following the 1906 investigation in New 
York there was a further development 
in creation of many stock and mutual 
companies due to the promotional pow- 
ers of organizers or the crying need for 
insurance in this country. Mr. -Rey- 
nolds went on to explain further devel- 

(CONTINUED ON PAGE 90) 
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Benefits of C. L. U. Degree 
Are Explained by McCahan 





WELL WORTH THE EXPENSE 

Assistant Dean of American College of 

Life Underwriters Addresses Sales 
Congress in Philadelphia 





Advantages of the C. L. U. degree 
were explained at the Tri-state congress 
in Philadelphia March 26 by Dr. David 
McCahan, secretary and assistant dean, 
American College of Life Underwriters. 
He said in part: 

“When one begins to contemplate the 
relationship of life insurance to the so- 
cial, economic and political problems of 
organized society and to seek an intelli- 
gent grasp of the role which this insti- 
tution may play in stabilizing the per- 
sonal and business financing of wage 
earners, salaried employes, professional 
men, and captains of industry, he cannot 
be other than overwhelmed with the 
tremendous potentialities which life in- 
surance has for bettering the public wel- 
fare and with the grave responsibility 
which rests upon the shoulders of its 
representatives. 

Gives His Conclusions 


“But how may the American College 
function towards that end? In the first 
place, it can establish an educational 
standard which recognizes the impor- 
tance of life insurance not only as a 
subject but as a vital functioning insti- 
tution playing a dominant part in all 
our social and economic activities. 4 

“Next, it can secure the cooperation 
of educational institutions far and wide 
in making instruction along these lines 
available to persons in the vocation or 
intending to engage therein. And finally, 
it can certify to the insuring public that 
the underwriter who bears the C. L. U. 
designation is equipped to extend able 
and intelligent insurance advice so that 
it isn’t necessary for the laymen to be 
forever on his guard and to ascertain 
whether the underwriter who solicits 
him is really competent to serve. 


Large Participation Required 


“All of this implies a professional 
standard. But applying the term ‘pro- 
fession’ to life underwriting does not 
make it a profession. It is only when 
the majority of its members adopt the 
professional concept that the vocation 
itself may be regarded as a profession. 
Similarly, adherence to a_ professional 
calling does not warrant one in con- 
sidering himself a professional man un- 
less he is willing to measure up to the 
accepted standards of that calling. 

“In my judgment life underwriting is 
now passing through the transitional 
stages of becoming a profession, with 
many professional men in its ranks. The 
American College is pointing the way 
toward the future and the C. L. U. ex- 
aminations represent the gateway 
through which many will pass who wish 
to do their part in raising the educa- 
tional plane and the dignity of their 
calling. 

Dignifies His Calling 


“True, there are many who have al- 
ready earned the right to be called ‘pro- 
fessional underwriters’ even though they 
may be unable to meet all the eligibility 
requirements set ro by the college. Yet, 
as we look down the years to come, we 
are warranted in asserting that one of 
the reasons why a life insurance man 
should become a Chartered Life Under- 
writer is because he is thus contribut- 
ing his part toward hastening the day 
when life underwriting will be accorded 
the same general recognition as law, 
medicine, accounting and similar pro- 
fessions. 

“If you, in preparing for the examina- 
tions, are enabled to acquire a broad 
knowledge of life insurance in all its in- 
terrelationships, you will be in a posi- 
tion to see needs that would otherwise 
have been overlooked as well as to sug- 





Made Central States 
Agency Superintendent 








J. DEWITT MILLS 


J. DeWitt Mills, who recently re- 
signed as vice-president and agency di- 
rector of the Continental Life of St. 
Louis, has been appointed superintend- 
ent of agents for the Central States Life 
of St. Louis. 

Mr. Mills will devote his time to or- 
ganization work and will assist Secre- 


tary V. F. Larson in handling agency 
matters. Through the acquisition of 
Mr. Mills the Central States has ob- 


tained an experienced and_ efficient 
agency executive to aid in carrying out 
plans for expansion and further develop- 
ment of its agency program. He is 
given credit for being largely responsible 
for the building up of an efficient agency 
organization for the Continental Life 
and maintaining a steady growth in that 
company’s business despite general de- 
pression and other handicaps. 

He is a son-in-law of Edmund Mel- 
—_. former president of the Continental 

Life, but continued with that company 
after Ed Mays had succeeded Mr. Mel- 
son as president. 





Cashiers Visit Home Office 


The Connecticut Mutual Life recently 
conducted a three-day meeting at the 
home office for cashiers who were en- 
titled to such a visit in recognition of 
their efficiency in helping policyholders 
and representatives conserve business. 

Points considered for qualifying were: 
(1) Lapses less revivals; (2) surrenders; 
(3) policy loans made, less loans re- 
paid; (4) premium loans made, less 
loans repair. During the three-day ses- 
sion the visiting cashiers were given op- 
portunity to study the process of issuing 
policies and the methods for handling 
various other items at the home office. 








meeting them. Moreover, the knowl- 
edge which you possess will enable you 
to present a proposition clearly and con- 
vincingly so that you may speak ‘as one 
having authority.’ 

“In course of time, as the professional 
nature of life insurance becomes more 
universally acknowledged, more and 
more of your time may be devoted to 
actually counselling with your prospects 
and loss to devising means for securing 
interviews. 

“If any one should ask me what is 
the best buy in the market today for a 
life underwriter with a gift for his call- 
ing, I should reply unhesitatingly, on 
the testimony of those who now hold 
the C. L. U. designation, that a few 
hundred dollars invested in education 
will yield dividends far in excess of 
those ever dreamed of by the most opti- 





gest the most satisfactory means of 


mistic stock speculator.” 





Bill Placing Tax on Texas 
Home Carriers Is Rejected 





ROBERTSON LAW IS ATTACKED 





Anderson Proposal Regarded as Open- 
ing Wedge in Battle to Get 
Measure Repealed 





AUSTIN, TEX., March 26.—The in- 
surance committee of the Texas house 
by a vote of 9 to 6 reported adversely 
the bill by Representative Anderson re- 
quiring Texas home life insurance com- 
panies to pay a tax of 2 percent on gross 
premium receipts. A motion on the 
floor of the house to have the minority 
report printed also failed by a 81 to 34 
vote. 

The Anderson bill was regarded as 
the opening wedge in a battle to repeal 
the Robertson insurance law which re- 
quired out-of-state life insurance com- 
panies to invest 75 percent of their 
Texas reserves in Texas securities. 

Proponents of the bill declared that 
other profit-making enterprises in the 
state are being discriminated against by 
the law which exempts receipts from 
occupation tax. The bill would repeal 
that part of the Robertson law which 
exempts Texas companies from the tax 
which outside firms doing business in 
Texas are required to pay. The bill, 
its supporters said, would increase state 
revenues $750,000 the first year. 

Mr. Anderson explained that he had 
framed and introduced the bill in an ef- 
fort to get needed additional money for 
the state. He believed the bill fair. 
He said an investigation had shown that 
the Texas life companies were not pay- 
ing their just share of the tax burden 
and that enactment of the measure 
would give the home companies, who 
have been protected for several years, 
a chance. now to help support the state 
government. 

Paternalistic Favoritism Charged 


He said that eight of the largest with 
home offices in Texas had total assets 
of $159,000,000. They paid a total ad 
valorem tax last year of only $36,689 to 
the state, he said, in addition to a total 
occupation tax of $320. 

O. M. Fitzhugh, San Antonio attor- 
ney, speaking for supporters of the bill, 
declared the feature of the Robertson 
law was “paternalistic favoritism” en- 
acted on the theory that the home com- 
panies would show their appreciation by 
serving the interests of the people “by 
supplying them with adequate and cheap 
funds needed for their purposes.” He 
cited figures to show what the Texas 
companies were charging on loans in 
outside states. 

Mr. Fitzhugh said this feature of the 
Robertson law is costing the people of 
the state several millions jf dollars. 
He believed that if the Robertson law 
was taken to the supreme court it would 
be declared unconstitutional as it is dis- 
criminatory. He said the exemption 
feature “is purely a special interest pro- 
tection statute, against the interests of 
the state, and is without support or 
justification of any kind” in that home 
companies cannot be classed as anything 
except “purely profit making enter- 
prises.” 

R. B. Cousins, Beaumont, former 
chairman Texas insurance commission, 
now president of the San Jacinto Life, 
spoke against the bill. Insurance com- 
panies of all kinds, he said, had invested 
in Texas $183,000,000 since they were 
required by the Robertson law to make 
investments in Texas securities. All 
kinds of insurance companies pay into 
the state $3,000,000 a year in taxes on 
premiums and in fees. 


The Pilot Life of Greensboro, N. C., 
announces the appointment of the fol- 
lowing new general agents: Mrs. T. B. 
Sellers, Forth Worth, Tex.; A. R. Harper, 
Gainesville, Fla.; and C. G. White, La- 





Fayette, Ala. 





Pierce Young Goes 
with Central of Iowa 











PIERCE H. YOUNG 


Announcement of the appointment of 
Pierce H. Young, who has been director 
of the field service department of the 
Life Insurance Sales Research Bureau 
for the past year, as superintendent of 
agencies for the Central Life of Des 
Moines, Ia., has been made by Dr. T. C. 
Denny, president. 

In commenting on Mr. Young’s ap- 
pointment, President Denny said: “Few 
men are more widely acquainted with 
life insurance agency work than Mr. 
Young. In his capacity as head of the 
field service department of the research 
bureau he called upon the agency de- 
partments of a large percentage of the 
life companies and has visited many out- 
standing agencies. In this work he has 
made analyses of sales activities and 
recommendations for improvement of 
field practices, coordinating the service 
of the sales research bureau with such 
agencies and companies.’ 

Previous to his work with the bu- 
reau, Mr. Young was with the Missouri 
State Life. For three years he was as- 
sistant manager of the Burke agency of 
that company in St. Louis, the largest 
agency of the Missouri State Life. He 
was head of the educational department 
of the company for five years. 

Mr. Young, prior to joining the Mis- 
souri State Life, was connected with the 
Connecticut Mutual Life in St. Louis as 
a producer, attaining membership in 
that company’s Quarter Million Club 
consistently. 

Mr. Young is a Missourian by birth 
and attended Westminster college and 
Washington University of St. Louis. 


New Commissioners on 
the Executive Committee 





Clare A. Lee, insurance commissioner 
of Oregon, and second vice-president of 
the National Convention of Insurance 
Commissioners, has been elected first 
vice-president by the executive commit- 
tee, owing to the fact that first Vice- 
President Jess G. Read of Oklahoma be- 
came president when C. C. Wysong of 
Indiana resigned. Ray A. Yenter of 
Iowa is chairman of the executive com- 
mittee. Three members of the execu- 
tive committee, owing to political con- 
tingencies, were not reappointed, they 
being Taggart of Pennsylvania, Younger 
of Ohio and Dort of Nebraska. The 
members holding on were Tarver of 
Texas, Thulemeyer of Wyoming and 
Boney of North Carolina. The follow- 
ing have been elected on the executive 
committee to fill the vacancies: C. D. 
Livingston, Michigan; Garfield Brown 
of Minnesota; J. B. Thompson, Mis- 
souri. The post of second vice- -president 
will not be filled until the spring meet- 





ing in Chicago. 
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Announce “Ad” Conference 
Southern Meeting Program 


IMPORTANT SUBJECTS LISTED 


Company Publicity Men to Gather in 
New Orleans April 30-May 2 
for Regional Rally 


Insurance advertising experts from 
every state south of the Mason-Dixon 
line and several from the north will 
attend the southern regional meeting of 
the Insurance Advertising Conference 
at the Hotel Roosevelt, New Orleans 
April 30-May 2. 

The question, “Should Insurance 
Companies, in Their Insurance Journal 
Advertising, Make Direct Appeal fgr 
Agents?” will be discussed in the form 
of a debate with some of the most suc- 
cessful of the delegates participating. 
Bart Leiper, advertising director of the 
Pilot Life, Greensboro, C., who is 
chairman of the New Orleans conven- 
tion, will preside. 

At the luncheon April 30, Lorry Ja- 
cobs, Southland Life, a vice-president of 
the conference, will speak on “Life In- 
surance and Public Relations.” 


Program for First Session 


The first business session will be held 
the morning of May 1, with the follow- 
ing program: R. B. Cousins, president 
San Jacinto Life, “Insurance Advertis- 
ing in Newspapers;” A. E. Babbitt, ac- 
tuary Lamar Life, “Advertising Through 
the Actuary’s Eyes;” C. C. Fleming, 
Life of Virginia, “House Magazines;” 
W. L. Rawlings, Columbian Mutual, 
“Securing Prospects Through Premium 
Notice Inserts;’ T. J. Hammer, Pro- 
tective Life, “Making Your Advertising 
Do Double Duty;” S. M. Gamble, Vol- 
unteer State Life, “Conservation.” 

Each topic will be followed by a pe- 
riod of discussion from the floor. At the 
luncheon, Prof. C. W. Pipkin, de- 
partment of government, Louisiana 
State University, will speak on “The 
World Court and American Leadership 
in Arbitration.” 

Afternoon Speakers Listed 


The afternoon session will include: 
H. G. Mitchell, Jefferson Standard, 
“Contests;” R. B. Magee, Lamar Life, 
“The News of Life Insurance;” C. S. 
Smith, National Life & Accident, “In- 
surance Journal Advertising;” S. M. 
Saufley, Inter-Southern Life, “Booklets 
and Folders;’ John Murphy, Pan- 
American Life, “Agency Clubs.” 

A banquet and dance will feature the 
evening’s entertainment, handled, as are 
other entertainment features, by W. B. 
Wisdom, Union Indemnity, and John 
Murphy, Pan-American Life. 

The business session May 2 will 
feature discussions on direct mail, 
advertising novelties, calendars, and 
conventions, the discussion leaders 
being Raleigh Crumbliss, Lorry Jacobs 
and others now being selected. 








Taxes on Busch Estate 
Soar Over a Million 


ST. LOUIS, March 26.—Mis- 
souri has received a total of $1,- 
105,416 in inheritance taxes from 
the estate of Mrs. Lily Busch, 
widow of the late Adolphus Busch, 
Prominent St. Louis brewer. Be- 
sides the Missouri tax a federal 
tax of $285,000 and $7,666 tax to 
the state of California on a home 
there had to be paid. Mrs. Busch 
left an estate estimated at more 
than $8,000,000. The large sums 
which must be paid in cash for 
inheritance taxes make it impera- 
tive that a great proportion of the 
mvestments of a large estate be 
.of a liquid nature, like life insur- 








Made Secretary 














J. W. SINTON, JR. 


J. W. Sinton, Jr., actuary of the At- 
lantic Life, has been elected secretary, 
succeeding Roy M. Jones, who died re- 
cently. He continues as actuary. Mr. 
Sinton is 41 years old and a graduate of 
Hampden-Sidney College. He joined 
the actuarial department of the Atlantic 
in 1913 and was made assistant actuary 
in 1919. He was advanced to actuary 
in January, 1925. 


Rates Companies Will 
Pay on Proceeds, 1931 


The Little Gem Life Chart of Tue 
NATIONAL UNDERWRITER for 1931 gives 
the following rates of interest companies 
will pay on proceeds this year: 

















Company Percent Company Percent 
Abraham Lincoln 5.0 Missouri State.... 5.0 

Acacia Mutual... 4.75 Modern ......... 4.8 

AGERE .cccccccces 4.8 Monarch .......:. 4.5 

Amer, Cent...... 4.75 Montana ........ 5.0 

American, Mich.. 5.0 Mutual Benefit 4.7 

Amicable Mut. Life, N. Y. 4.8 

Atlantic, Mutual Trust.... 5.0 

Rankers, Natl. Guardian.. 5.0 

Bankers, . 4.0 Natl, Life, Ia.... 4.5 

Bankers Natl.... 4.75 Natl. Life, Ill.... 4.75 
Berkshire ....... 4.8 Natl. Life, Vt 4.8 

Business Men's... 5.0 Natl. Reserve... 4.75 

California State.. 5.0 Natl Savings.... 5.0 

Canada Life...... 5.0 Natl. Security.... 5.0 

Capitol, Colo..... 5.0 New England M. 4.75 
Cedar Rapids.... 4.0 New York Life... 4.6 

Central Life, Ia..b5.0 No. Am. L., Can. 6.0 

Central Life, Ill..f4.75 No. Amer., Ill}... 4.5 

Central Life, Mo. 5.0 Northn. L., Wash. 5.0 

Colonial L., N. C. 4.0 N. W. Mutual.... 4.8 

Columbia, Ohio.. 4.5 N. W. Natl is 

Columbian Natl.. 5.0 Occidental Cal.... 5.0 
Columbus Mut... 5.0 Ohio National.... 5.0 

Commonw'lth, Ky 4.9 Ohio State....... 4.75 
Conn, General.... 5.0 Old Line, Wis... 5.0 

Conn. Mutual.... 4.8 Oregon Mut..... 4.8 

Contl. Amer..... 4.65 Pacific Mut...... 4.9 

Continental, Ill... 4.25 Pan-American .. 4.5 

Continental, Mo.. 5.0 Penn Mutuwal.....a4.85 
Des Moines L.&A. 4.5 Peoples, Ind...... 5.0 
Detroit Life...... 4.5 Peoria Life..... . 5.0 

Equitable, N. Y. 4.75 Philadelphia 5.0 

Equitable, Ia.... 4.8 Phoenix Mut.... 4.7 

Farmers & Bank. 5.0 Pilot Life....... 5.0 

Federal Life, Ill. 4.75 Presbyterian Min. 4.5 

Federal Reserve. 4.5 Protective, Ala... 5.0 

Federal Union... 5.0 Provident Mut... 4.75 

eee 5.0 Prudential ...... 4.75 

GPG casceccese oe DN: S40 cnenae 4.5 

Great West Life.. 5.5 Register, Iowa...f5.0 

Guaranty, Ia..... 5.0 Reliance Life.... 4.75 
Guardian, N. Y.. 5.0 Royal Union Life 4.25 
Home Life, N. Y..c4.6 Security, Ill...... 5.0 

Indianapolis Life. 5.0 Secur. L. & T...a4.97 
Inter-Southern . 5.0 Secur. Mut., Neb. 5.0 

Jefferson Stand.. 5.0 Secur. Mut., N. Y. 4.5 

John Hancock M. 4.8 Service Life...... 4.0 

La Fayette, Ind... 5.0 Southeastern .... 4.25 
Lamar Life..... 5.0 Southwestn, Tex. 5.0 

Life & C., Tenn. 5.0 State Life........ 4.75 
Life Ins. Co. Va. 4.5 State Mut........ 4.8 

Lincoln Liberty... 5.0 Sun Life, Can...h5.5 

Lincoln Nat., Ind. 5.0 Sun Life, Md.... 4.75 
Lincoln Reserve. 5.0 Union Central.... 5.0 

Manhattan Life.. 4.5 Union Mutual... 4.25 

Manufacturers ... 5.0 United L. & Acci. 4.5 

Maryland ....... 46 U. S&S. Life....... 4.7 

Mass. Mutual....e5.0 Volunteer State.. 5.0 

Metropolitan ...c4.75 West Coast....... 5.0 
Mich. Life....... 5 Western States... 5. 


.0 0 
Midland Mutual..b5.0 Wisconsin Life... 5.0 
Minn. Mutual.... 5.0 





(a) 5 percent on dividends left at interest. 














(b) 4.75 percent on dividends left at inter- 





Decision on Reinsurance of 


Home Life, Ark., March 30 


|SIX OFFERS ARE RECEIVED 
Pyramid Life, National Equity Life, 

Atlas Life, B. M. A., Central States 
Life, Inter-Southern 





LITTLE ROCK, ARK., March 26. 
Negotiations are pending and have been 
deferred for final action until March 30 
for the reinsurance of the business of 
the Home Life of Arkansas, of which A. 
B. Banks was formerly the head. 

This action was taken upon the direc- 
‘tion of Commissioner Dulaney of Ar- 
kansas, who invited the commissioners 
of Tennessee, Mississippi, Oklahoma, 
Texas and Louisiana, to assist him in 
the consideration of reinsurance propos- 
| als. 

Reinsurance Proposals 


Reinsurance proposals have been sub- 
mitted by the Pyramid Life of Little 
Rock, National Equity Life of Little 
Rock, Atlas Life of Tulsa, Business 
Men’s Assurance, Central States Life of 
St. Louis, Inter-Southern Life. 

A conference was attended by Com- 
missioners Caldwell, Tennessee; Lowry, 
Mississippi, and Read, Oklahoma. The 
commissioners have announced that 
they feel reasonably certain they “will 
be able to work out a satisfactory rein- 
surance of the business of the Home 
Life so the policyholders will be pro- 
tected and payment guaranteed of all 
disability benefit and death claims to 
the beneficiaries.” Various proposals 
were carefully analyzed and considered, 
but it was found impossible for the 
| board to complete its work at this time 
| because of urgent business engagements 
of some of the visiting commissioners. 
Roy L. Thompson of the Democrat 
Printing & Lithographing Co., Little 
Rock, is chairman of the committee rep- 
resenting the policyholders and he and 
his associates are cooperating with the 
commissioners. 


Mutual Benefit’s Contest 
in Ohio Comes to an End 





The Ohio case involving continued use 
of the Mutual Benefit’s supplementary 
disability policies has been decided in 
an odd way which sustains the com- 
pany’s position in every respect but 
denies the prayer for an injunction to 
restrain the insurance superintendent 
from interfering with the issuance of the 
policies. The sole ground for this lat- 
ter decision is that the contracts were 
not as they purported to be, contracts 
of total and permanent disability, ac- 
cording to the court. 

Vice-president E. E. Rhodes points 
out that the case was thus decided in a 
point which had not been raised by the 
insurance superintendent and the court’s 
objection to the policy form applies to 
the disability provision found in the con- 
tracts of all other companies. 

Vice-president Rhodes says, “The 
court in its opinion sets forth how the 
contract might be amended so as to re- 
move its objection thereto, and at a 
conference held in Columbus last week 
the superintendent of insurance ap- 
proved the amended forms which were 
then submitted to him. The litigation is 
thus at an end. The amended forms 
do not modify in any respect whatever 
the company’s plan of disability insur- 
ance.” 








est. (c) 4.5 percent on dividends left at in- 
terest (d) 4.6 percent on dividends left at 


interest fe) 4.8 percent on dividends left 
at interest. (f) 3.5 percent on dividends left 
at interest. (h) Increasing with duration. 





0. P. Schnabel, southwest Texas man- 
ager Jefferson Standard Life, has been 
elected president of the San Antonio 
Optimists Club. 
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Research Bureau 
Reports 19 Percent 
February Decline 





The February ordinary life sales were 
19 percent lower than for February, 
1930, according to the Life Insurance 
Sales Research Bureau. February, 1930, 
was an exceptionally good month for 
life insurance and was the largest Feb- 
ruary on record, so it is not really fair 
to compare it with February, 1931. The 
sectional experience with February, 
1931, compared with February, 1930, 
and the 12 months with the succeeding 
12 months follow: 


Feb. "31 Last 12 Mos. 
Comp. to Comp. to 
Feb.'30 Prec, 12 Mos 
io Gm WORE ccccscce 81% 92% 
New England .... 8&4 94 
Middle Atlantic .. 84 95 
East No. Central. 83 90 
West No. Central. 81 93 
South Atlantic ... 77 93 
Bast So. Central... 7 84 
West So. Central.. 80 85 
SEIS sccctete 81 91 
PED 2540 n0eSen 71 96 


Among the large cities Philadelphia 
and Chicago sold the largest volume of 
life insurance in February. The Phila- 
delphia sales were off 8 percent and Chi- 
cago 9 percent compared with 14 per- 
cent for Boston, 19 percent for Cleve- 
land, 15 percent for Detroit and 25 per- 
cent for New York. 

A comparison of sales by size of com- 
panies shows that those with over $400,- 
000,000 in force experienced a decrease 
of 9 percent in sales while 10 percent of 
the companies reported gains. In the 
class of $150,000,000 to $400,000,000 in 
force, the sales volume was off 24 per- 
cent in February while 16 percent of 
the companies showed gains. The com- 
panies with less than $150,000,000 in 
force reported 23 percent loss of busi- 
ness in 1931, 12 percent of this group 
showing gains. 





Topping to Present His 
Comedy Skit in Chicago 








Gene Topping’s ludicrous play, “The 
Life Insurance Agent,” depicting the 
trials, tribulations and ultimate success 
of “Lightnin’ Rod,” an Oklahoma coun- 
try boy who goes to the big city to sell 
lite insurance, is to be presented on the 
legitimate stage in Chicago for two 
weeks, starting March 28, with a pro- 
fessional cast. It first was presented 
Dec. 26 at Milwaukee under the aus- 
pices of a number of life insurance com- 
panies and agencies and was a hit. 

Mr. Topping, who has a life insurance 
experience extending back 33 years 
when he went with the Northwestern 
Mutual, and including also a long time 
with the Equitable of New York, has 
received many inquiries about his copy- 
righted comedy and is planning after 
the Chicago engagement at the Majes- 
tic theater, to send the show out on the 
road to a number of cities in that sec- 
tion. It is also likely that another com- 
pany will be formed at New York and 
the show will be presented there. 


Tax Increase Bill Passed 


The Severson bill, which would raise 
the annual tax on domestic life com- 
panies in Wisconsin from 3 to 3% per- 
cent on gross income, passed the as- 
sembly 78 to 5, and has been signed by 
Governor La Follette. Senator Severson 
said he expects the measure to increase 
state revenue from this source $300,000 
per year. 


A. C. Webster with U. S. Life 


Andrew C. Webster, a native of Aber- 
deen, a fellow of the Faculty of Actu- 
aries in Scotland and an associate mem- 
ber of the Actuarial Society of America, 
has been appointed actuary of the United 
States Life. 
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Nylic Agents paid for $900,897 ,700 of new insur- 
ance in 1930. Of this total 97.1 per cent was 
on Life and Endowment forms; only 2.9 per 
cent was Term insurance. These ratios, par- 
ticularly in the present economic situation, 
demonstrate that Nylic Agents are success- 
fully trained to sell the more substantial 
forms of insurance. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Mutual Benefit Arranges 
for Regional Conferences | 


GENERAL AGENTS WILL MEET 


Home Office Men Will Gather at Dif- 
ferent Points to Get in 
Touch 


NEWARK, March 26.—With the idea 
of getting its general agents and home 
office executives together in a more inti- 
mate and helpful way, the Mutual Bene- 
fit Life is this year holding a series of 
three-day regional conferences in April 
and May. 

The first group, comprising general 
agents from New York, Pennsylvania, 
New Jersey and other neighboring 
states, will meet at the home office here 
April 13-15. This will be followed by a 
meeting in Springfield, Mass., April 16- 
18, another at the home office April 22- 
24, and one in Chattanooga, April 29- 
May 1. 

From Chattanooga the home office 
party will move on to St. Louis for a 
conference May 4-6. Other stops will 
be Omaha, May 7-9, and Portland, Ore., 
May 13-15, where there will be a gath- 
ering of far western and Pacific coast 
general agents. 

The home office party will include 
President J. H. Hardin, J. S. Thompson, 
vice-president and mathematician; Oli- 
ver Thurman, vice-president and super- 
intendent of agencies, and W. H. Beers, 
special agency assistant. 


Messick Moves Base 


It is reported that R. M. Messick, self 
styled “actuary,” about whom Commis- 
sioner Read of Oklahoma recently is- 
sued the statement that he had caused 
a number of Oklahoma citizens carry- 
ing large amounts of life insurance to 
lapse their policies and buy new ones, 
now is operating in Denver and 
throughout Colorado. Mr. Read’s state- 
ment dealt particularly with the suit of 
Messick against R. M. Johnson, Ard- 
more, Okla., oil millionaire, for fees, in 
which Messick lost a judgment. Mr. 
Johnson after lapsing policies and buy- 
ing new ones through Messick became 
convinced he was making a mistake and, 
according to Commissioner Read, that 
he was not getting the value in service 
as originally outlined by Messick, and 
refused to pay. Mr. Read said no ap- 
peal was taken and nothing has been 
heard of Messick in Oklahoma since 





that time. 














A. D. DULANEY, Little Rock, Ark. 


A. D. Dulaney, the new Arkansas in- 
surance commissioner, has served as 
deputy and is well known to the insur- 
ance people of his state. Aside from 
chief deputy he was acting commis- 
sioner during the illness of former Com- 
missioner Maloney. 








Superintendent Baldwin 
Has Resigned His Position 





T. M. Baldwin, superintendent of in- 
surance of the District of Columbia, has 
resigned to enter another line of work. 
He will take a rest to recuperate before 
assuming another position. Mr. Bald- 
win’s health was being impaired and he 
felt it necessary to get into a different 
atmosphere. He went into the depart- 
ment as a clerk when Burt Miller was 
superintendent and succeeded him when 
Mr. Miller resigned. 


Moore, MacEwen in Charge 


Directors of the Pacific Mutual Life 
have appointed Vice-president C. I. D. 
Moore and Vice-president D. C. Mac- 
Ewan temporary joint superintendents 
of the agency department, pending the 
appointment of a successor to the late 
A. C. Parsons, vice-president and super- 
intendent of agencies. 
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BROKERAGE 


For the right 


The Dominion Life 





something exceptionally attractive in 
the way of Brokerage Contracts. If 

v you are an experienced insurance man 
with the necessary qualifications, do 
not fail to investigate what we have to 
offer. Write or call personally. 


2724 Union Guardian Bldg. 


CONTRACTS 


man, this company offers 


Assurance Company 
Detroit 
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| NEWS OF THE COMPANIES 








Sead Is State Life Head 


Wynant and Miller Resign — Illinois 
Company Going on Non-Par Basis 
This Year 








Wilbur Wynant has resigned as presi- 
dent of the State Life of Illinois, whose 
home office is in Chicago, and Otto E. 
Freund has been elected president to 
serve until the next annual meeting. Mr. 
Freund has been a stockholder and di- 
rector since the company’s organization, 
is thoroughly familiar with its affairs 
and enjoys the complete confidence and 
respect of all officers and directors. 

Mr. Wynant, who has been president 
for 15 months, has disposed of all his 
interests in the company, including the 
separately incorporated agency company 
which has had complete charge of pro- 
duction. 

Since Mr. Freund is chairman of the 
board of the Rogers Park National 
Bank and treasurer of a large engraving 
house of Chicago, William Freund & 
Son, the time he can devote to the State 
Life will be limited and the manage- 
ment has been placed in the hands of 
the other officers, all of whom are well 
qualified for their particular depart- 
ments. 

Mason in Charge of Agents 


E. B. Mason, who has had the title 
of agency director in the past, is given 
complete charge of the agency depart- 
ment and the officers now feel confident 
that it is smooth working and harmo- 
nious. 

J. O. Karstrom, secretary, is in com- 
plete charge of underwriting. A. 
Stockton, vice-president and treasurer, 
is in charge of finances. C. E. Willis- 
ton, vice-president, becomes also chair- 
man of the board. He is head of the 
— department of the Pullman Com- 


“Hugh Miller, vice-president, who was 
closely associated with Mr. Wynant, 
also has resigned. The executive com- 
mittee, of which Mr. Freund is chair- 
man, also includes A. M. Pike, Pike 
Dairy Company, Aurora, IIl.; J. C. Gray, 
vice-president Hartford Belting Com- 
pany; H. M. Stanford, president Stand- 
ard Education Society, and N. K. Reese, 
banker and capitalist. 


Going on Non-Par Basis 


The State Life has made a number of 
important changes. It is going on a 
non-participating basis throughout as 
soon as it has sold $10,000,000 of the 
special participating contract which it 
began to feature when it was organized. 
There is now about $8,500,000 of this 
form on the books. The company also 
hereafter will. operate under a strict 
budget system. 

Mr. Mason has weeded out the agency 
force to some extent, but the substantial 
remainder of agents are loyal and: opti- 
mistic. An intensive educational cam- 
paign is on among the agents and re- 
gional conferences already started in 
some sections of Illinois will be contin- 
ued this spring. Mr. Mason is using a 
standardized sales talk plan and already 
has achieved remarkable results, one 
agent having written over $500,000 in 
eight months and another about $450,- 
000. in the same period. All of the 
agents now on the force have a high av- 
erage monthly production. 





Farmers & Traders Meeting 


At the annual meeting of the Farmers 
& Traders Life of Syracuse, N. Y., B. 
Shove and H. A. Dunsmoor, both 
prominent attorneys, were elected to the 
d. The company voted a regular 
quarterly dividend of $2.50 per share. 
E . Henne, secretary and actuary, 


was elected a member of the finance 
commnittee. 


Receivership Suit Dismissed 





Commissioner Allin’s Action in Sale of 
Kentucky State Life to American 
Life & Accident Upheld 





LOUISVILLE, KY., March 26— 
Circuit Judge Allen has dismissed the 
motion for a receivership for the Ken- 
tucky State Life, made by C. F. 
Thomas, former insurance commissioner, 
as a stockholder. The receivership was 
sought because of the company’s dis- 
solution to permit its sale to the Amer- 
ican Life & Accident. Judge Allen held 
that the suit should have been brought 
by petition instead of by affidavit. 

In this affidavit of Mr. Thomas an 
attack was made on Commissioner Bush 
W. Allin for permitting assets of the 
American Life & Accident to be sub- 
stituted for assets of the Kentucky State 
Life. Attorney General Cammack en- 
tered the case because of the attack on 
Commissioner Allin and filed statements 
of Mr. Allin to the effect that he had 
made diligent inquiries as to the fair 
value of the substituted stock, 2,500 
shares of the American Life & Acci- 
dent, and had been assured that the 
value is in excess of $100,000, while he 
had valued the securities at $76,000. At- 
torneys for the companies claimed the 
stock was worth $250,000. Mr. Allin 
also filed affidavits of A. L. Noe, presi- 
dent of the Income Life, and T. O. 
West and F. J. Walker, officers of the 
Kentucky Central Life & Accident, to 
the effect that the business of the Amer- 
ican Life & Accident is worth more than 
$1,000,000 and the deposited.stock worth 
more than $100,000. 





Sam Houston Life Starts 
as a Legal Reserve Company 





The Sam Houston Life of Ranger, 
Tex., which succeeds to the Sam Hous- 
ton Mutual Life, has $100,000 capital, 
all paid in. It has acquired the six 
story office building at Main and Austin 
streets, one of the finest buildings in 
west Texas. On the first afternoon it 
was licensed it wrote insurance of more 
than $150,000. The incorporators are 
John M. Gholson, Hall Walker, M. R. 
Newnham, Dr. L: C. G. Buchanan, Wal- 
ter Murray and W. D. Conway. 


Fleming Blends Westers. National 


William Fleming has been elected 
president and R. E. Murrell and J. D 
Calloway, vice-presidents, of the West- 
ern National of Fort Worth, Tex.. Mr. 
Murrell was formerly president. E. G. 
Hughett. was promoted from assistant 
secretary to secretary-treasurer. J. L. 
Mistrot, former president of the South- 
ern Union. Life, was added to the board 
of directors. Other directors were re- 
elected. 

The company, which writes. life and 
accident insurance, moved its. home of- 
fice from Sherman, Tex., to Fort Worth 
last year. 





Nourse Assistant Secretary 


R. T. Nourse has been made assistant 
secretary of the Great Republic Life. 
Mr. Nourse, who has supervision of the 
policy department has been with the 
company 17 years, most of that time as 
office manager of the policy department. 





Organize New Company 


A new life company is. soon to be 
organized at Monett, Mo. by C. M. 
Lasley of Monroe City and J. T. Glaves 
of Joplin, Mo. Organizers are promot- 
ing the company in Nevada, Paris and 





Monett. 

















Helpful Co-operation— 
Stimulating Leadership 


The Missouri State Life is an 
Agency-minded Company. 
Service to its field representa- 
tives is constantly to the fore. 
The entire Home Office staff is 
ever on the alert to extend the 
most helpful co-operation possi- 
ble. The Company’s Agency 
Officers, Field Supervisors, 
General Agents and Managers 
are men of wide experience, 
friendly personality and mod- 
ern ideals, a combination which 
makes for leadership of the most 
welcome and stimulating char- 


acter. 


The Company’s multiple line of 
Life, Accident & Health, Group 
and Salary Savings Insurance 
combined with this helpful co- 
operation and stimulating lead- 
ership makes the Missouri State 
Life a most desirable Company 


for an Agency connection. 


Insurance in Force 
December. 31, 1930 
$1,249,920,574 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
ST. LOUIS 


THE PROGRESSIVE COMPANY 
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MAY we all do some real navigation 
during the year 1931, whether the 
going be smooth or rough.... 


EVEN the best of navigators can’t 
bring cargoes through with flying col- 
ors unless they have modern gear. 


WHEN it comes to equipment, The 
Pilot’s multiple line gives every op- 
portunity for real service: 


Participating and non-participating 
plans. 


Non-medical on Men and Women. 


Endowment and ordinary life policies 
on children. 


Disability and double indemnity con- 
tracts for both men and women. 


Sub-standard risk contracts. 


Complete accident coverage, including 
policies for children, 





Training school and home office as- 
sistance. 


Liberal first year and non-forfeitable 
renewal commissions. 


a7\Omlas 
sea INSURANCE COMPANY 


GREEN/BORO.N.C. AWMALIZTER,PRES 















LIFE COMPANY CONVENTIONS 











To Hold Sectional Meetings 


Business Men’s Assurance Plans 
Gatherings in April—Starts 
Publicity Via Radio 





A series of six sectional meetings 
the Business Men’s 
held during April. 
will be held at San Antonio, April 6-7 
the next at Oklahoma City, April 10- 11: 
Louisville, April 17-18; Columbus, O., 
April 20-21; Chicago, April 24-25, 
Kansas City, Mo., April 30-May 1. 

Last week the Business Men’s Assur- 
ance started a series of radio advertise- 
ments over station WDAF in Kansas 
City. The programs will be given each 
Friday evening at 6:45. 


Southland Training School 


The first of a series of spring train- 
ing schools for agents of the Southland 
Life will be held March 23-30 in the 
Southland Life building, Dallas, with 
Robert F. Short, supervisor of agents, 
presiding. 

Examinations are given at the con- 
clusion of the school. Nearly all the 
officials of the Southland Life will ad- 
dress the school during the week. 


The first 








Home After Sea Voyage 


Members of the Quarter Million Dol- 
lar Club of the Bankers National Life 
of Jersey City have just returned from 
a 10-day trip on the Cunard liner “Car- 
mania.” Although some rough weather 
was encountered on the way to Havana, 
this was quickly forgotten on landing 
there. Several days were spent in ex- 
ploring the attractions of the Cuban 
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city, after which the party left for Nas- 
sau. The return voyage was made under 
good conditions. 


Equitable, Ia., Coast Meet 


More than 40 representatives of the 
Equitable Life of lowa attended the 
company’s regional school at Long 
Beach, Cal. Home office representatives 
in attendance were H. E. Aldrich, vice- 
president; R. E. Fuller, agency superin- 
tendent, and E. E, Smith, educational 


director. 

On the first day Dr. Charles J. Rock- 
well, insurance educator, conducted the 
school of instruction. Sales demonstra- 
tions were staged by R. G. Hunter and 
V. W. Howell of the San Diego agency 
and by Ray Marchand and George Pad- 
den of the Los Angeles agency. 


Midland Life Conference 


The Midland Life conducted a two- 
day general ‘agents’ and district super- 
visors’ meeting in Kansas City last Fri- 
day and Saturday in preparation for a 
series of regional meetings which will 
be held the last of this month and the 
first of next on conservation. 

President Dan Boone was in charge 
of the meeting, and O. C. Thornton, 
secretary, spoke. Meetings are to be 
held at Mineral Wells, Tex., Hutchinson 
or Wichita, Kan., and possibly at Kan- 
sas City. 








Meet in Battle Creek 


L. J. Dougherty, president Guaranty 
Life of Iowa and other home office of- 
ficials, attended a meeting of Michigan 
and Ohio representatives in Battle 
Creek, Mich., to celebrate the victory 
of these representatives in the com- 
pany’s new production contest. 








AS SEEN FROM NEW YORK 














PRESIDENT PARKINSON SPEAKS 


President “Parkinson of the Equitable 
Life of New York was the principal 
speaker at the commencement exercises 
of the life insurance training course of 
New York university. In addition to 
the 55 who finished the course the exer- 
cises were attended by a number of lo- 
cal life insurance men and other visitors. 

J. E. Bragg, head of the course, con- 
ducted the program. Other speakers 
were E. J. Sisley of the Sisley & Brink- 
erhoff agency of the Travelers and Dean 
J. T. Madden of the school of com- 
merce, accounts and finance of the uni- 
versity. 

i a 
JOINS BROOKLYN LIFE 


F. R. Sexton, formerly agency super- 
visor for the Johnston & Collins agency 
of the Travelers here, has joined the 
new L. E. Beardslee agency of the 
Brooklyn National Life as agency super- 
visor. Mr. Beardslee’s office is at 123 
William street. Mr. Sexton had been 
with the Travelers 11 years. 

> zk + 
BALFE PRODUCTION MANAGER 


J. T. Balfe has been appointed pro- 
duction manager by the J. C. McNamara 
agency of the Guardian Life. Mr. Balfe 
was formerly brokerage manager of the 
agency’s uptown branch in the Graybar 
building. In his new capacity he will 
work with the agency’s branch office 
managers in the production of new busi- 
ness and will also have charge of new 
men during their first few weeks with 
the agency, which they will spend at the 
17 John street office regardless of which 
branch they may later be assigned to. 

eS @ 
ADDRESS MID-TOWN CLUB 





A. E. N. Gray, assistant secretary of 
ordinary agencies and director of edu- 








cation at the Prudential home office, 
was the speaker at the monthly lunch- 
eon meeting of the Mid-town Managers 
Association here last week. 

While the life insurance agent must 
deal with the subject of death, Mr. 
Gray said, a valuable lesson can be 
gained from the merchandising plans of 
such articles as Listerine and Forhan’s 
toothpaste, which have performed the 
difficult task of making the public con- 
scious of a need without arousing an 
unpleasant reaction which would defeat 
the purpose of the advertising. 

i 
BROOKLYN LIFE RECEPTION 


The Brooklyn National Life has is- 
sued invitations for a reception March 
31, 3 to 5 p. m., to mark the official 
opening of its new home office quarters 
in the Brooklyn National Life building 
at 57 Willoughy street, Brooklyn. Offi- 
cers and directors will be in attendance. 

. 2s 
PRUDENTIAL’S NEW OFFICE 

The Prudential is this week open- 
ing a new industrial office in the Bronx 
with Abraham Goldstein as _ superin- 
tendent. Mr. Lieberman, until now an 
assistant superintendent in the Isaac 
Goldstein office of the company, has 
made a fine record, having been an as- 
sistant superintendent only three years. 
He entered the insurance business in 
1921 with the Prudential. 

The new district will extend across 
the central part of the Bronx from east 
to west, with headquarters in the Ter- 
minal building, 215 East 149th street. 
Mr. Lieberman will have under him a 
force of five assistant managers, 43 
agents and five clerks. 

The opening of the new office Satur- 
day will be marked by appropriate cere- 
monies and the presence of home office 
representatives. 
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Professionalism Is 
Seen as Next Step 


CONTINUED FROM PAGE 3) 


opments with the growth of state insur- 
ance departments, the emphasis given to 
the business by government war risk in- 
surance, etc. : 
“We are representing the only busi- 
ness in the world today which can say 
to its clients that the commodity which 
we sold them ten years ago has lived up 
to our predictions and is worth identi- 
cally at this moment what we told them 
it would be worth at the peak of pros- 
perity,” he said. 
Optional Methods Overlooked 


“One of the singular things in the de- 
velopment of the insurance business is 
that in spite of the additional effort by 
home office executives to promote them, 
optional settlements have not been sold 
to a degree that they should be. 

“My personal opinion finds fault not 
so much with the efforts of the home 
office officials as with the fact that there 
is a floating population selling life in- 
surance who are more interested in the 
premium than in the service they give 
to policyholders. I would say that not 
one in five of the insurance men who 
are representing our profession under- 
stand programming or attempt to work 
out for a policyholder the scheme of 
things that best fits his needs.” 

Mr. Reynolds then discussed life in- 
surance trusts and the question whether 
loyal life insurance men should promote 
the increase of such trusts or should in- 
sist that prospective policyholders take 
advantage of settlement options. He 
said that not even 60 percent of those 
selling life insurance are fully qualified 
to talk on both sides of the subject and 
the remaining 40 percent are largely 
prejudiced one way or the other, a con- 
dition he considers unhealthy. 

He said that a life insurance trust is 
not a panacea for all ills that beset the 
business world, nor are optional settle- 
ments, but the life insurance man who 
is professional in his attitude should be 
equipped and competent to tell prospec- 
tive purchasers in which way their inter- 
est will be best served. 


Should Take Middle Ground 


He said the chances are that in large 

estates the amount of net return is sec- 
ondary to safety and the greatest argu- 
ment for the life insurance trust is its 
versatility of application and production 
of larger income than under settlement 
options, even though not guaranteed. 
He said, however, there is a middle 
ground which should be taken by life 
insurance men. 
_Mr. Reynolds said there will come a 
time in the lives of many now living 
when the insurance in force in this 
country will be greater than the national 
wealth, which is estimated at $365,000,- 
000,000.. He emphasized that this insur- 
ance must be paid in cash. 

Thus there exists a “stern duty” on 
the part of the life insurance men who 
are producing this wealth to see to it 
that as little as possible of the amount 
that is paid is unwisely invested or ex- 
travagantly distributed. 

.. He added: “What a wonderful thing 
it would be if through the instrumen- 
tality of the life insurance fraternity the 
avails of all insurance policies were in- 
vested in gilt-edged securities as would 
eliminate the element of extravagance 
and waste. Were this done, even though 
it seems like a Utopian dream, the coun- 
try would be without poverty, taxes 
would be reduced, schools and hospitals 
would be subsidized and our nation 


would have achieved the position we 

boast for it—of being by far the most 

Progressive, democratic unit on the face 
the earth.” 





Utah Suicide Bill Passed 


The bill proposed by Commissioner 
uarrie of Utah, making suicide a 
defense in-claims under accident poli- 


which adjourned last week. Under a 
statute which has been in force in Utah 
for a number of years, accident com- 
panies were placed in the same class 
with life companies in being unable to 
plead suicide as a defense after the 
policy had been in force for one year. 

Governor Dern has signed the bill. 
W. C. Brimley, superviser of agencies 
at Salt Lake City for the National Life, 
U. S. A., recently elected to the legis- 
lature, sponsored the measure and se- 
cured its passage after an initial vote 
drew only small support. 


Order your 1932 calendars from The 
National Underwriter. Information free 
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Best Comments 
on Security Life 


CONTINUED FROM PAGE 38) 


duction of the capital to $250,000 and | 


the subsequent increase of capital to 
$1,000,000.” 


Mr. Best's statement on the inter- 
ownership of life insurance stock fol- 
lows: 


“All assets of life insurance companies | 
should be so invested that any part of | 
them can be readily sold without undue | 
loss, should occasion require such ac- | 
tion; the current yield should be suf-'! 


| ficient to maintain the reserve and pro- 


vide the gain from excess interest which, 
in the practical operation of life insur- 
ance companies, is an important source 


|} of earning; and their value should not 


be subject to wide differences of opin- 
ion. As a rule, life insurance stocks do 
not need any of these requirements. A 
controlling interest in a life insurance 
company is more readily salable than a 
large minority interest, but such a: sale 
would necessarily disturb the operating 
program of the owning company; and, 
with the exception of perhaps six com- 
panies, the market for small blocks of 
life insurance stock is narrow. 

“Sound life insurance stock purchased 












































the policyholder. 


ACHIEVEMENT 


The Reliance dividend scale for 
1931 was increased over that of 
1930. This is the eighth consecutive 
increase in Reliance dividends, re- 
ducing substantially the cost of 
Reliance participating insurance to 


[RELIANCE LIFE 


OF PITTSBURGH 


























cies, was passed by the Utah legislature, 
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A Great 
| Mid-Western 
Institution 


Dedicated to unsurpassed 
service in everything per- 
taining to the business 
of Life Insurance 


The Farmers & Bankers 
Life Insurance Company 


H. K. LINDSLEY, Pres. J. H. STEWART, Vice-Pres: 
FRANK B. JACOBSHAGEN, Secy. 


WICHITA, KANSAS 
‘*Policies that Protect’”’ 


Owner and Operator of 
Radio Station K F K B—1050 Kilocycles 











at reasonable prices is a profitable in- 
vestment; but approximately two-thirds 
of the earnings are reinvested in the 
production of new business; the current 
yield in dividends being for this reason 
low. Finally, the valuation of such 
stocks is an intricate problem, so that 
honest opinions as to value may differ 
widely In addition, the investment 
portfolios of all life insurance com- 
panies should be diversified, with no 
unduly large single items. For all of 
these reasons we cannot approve the 
present financial structure of the com- 
panies under review, and, therefore, the 
statement of the managment that it is 
temporary is, in our opinion, very im- 
portant. On the other hand, we rec- 
ognize the validity of the explanation 
of the reason for the delay in working 
out a permanent financing program.” 

In connection with the hearing on 
the examination of the Security Life 
to be held in Richmond, Va., April 3, 
Best states that he is advised by the 
management of the Security Life that 
while the legality of the Security’s in- 
vestments in life insurance stock is not 
questioned, there is a wide difference of 
opinion among the examiners as to the 
value of the stock. 

Best reports that the Kentucky de- 
partment has completed the examination 
of the Inter-Southern except for fixing 
the value of a large block of the Mis- 
souri State Life stock owned by the 
Inter-Southern. The examination of the 
Northern States Life is nearly com- 
pleted and the examination of the Se- 
curity Life has been completed. 

Best points out that the statement of 
the Inter-Southern shows that the en- 
tire investment in Home Fire, Home 
Accident and Home Life of Little Rock 
has been written off and that the 700 
shares of Southeastern Life have been 
sold to the interests which formerly 
owned it. 


R. L. Wilkins of Missouri was elected 
persistency chief of the Central States 
Life Club at the recent convention in 
San Antonio, Tex. In addition to the 
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CHARLES M. BISCAY 


Charles M. Biscay, manager of the or- 
dinary department of the Western & 
Southern Life, has been made advertis- 
ing manager. He has been with the 
Western & Southern since November 
1924. He was formerly secretary and 
business manager of the old “Insurance 
Press” of New York City. He is an 
impressive speaker and during his ca- 
reer he has addressed hundreds of 
agency gatherings and other meetings. 
He has been a contributor to the in- 
surance papers and is well known to 
many executives. 











title Mr. Wilkins received special cash 
prices. His renewal ratio was 92 percent, 





Alabama Georgia 
Florida Tennessee 
Ohio West Virginia 


District of Columbia 


The Rapidly Growing Company 


Openings in the following states: 


AGENCY MANAGERS 


Men qualified to organize, lead and in; 
spire others are irivited to write Presi- 
dent I. A, Morrissett regarding a gen- 
eral agency. association.. The company 
will cooperate with them in acquiring 
a thorough training that will fit them 
for these responsible positions. Theif 
agency contract. and wide rangé of 
policies plus close home office coopera- 
tion will give them the necessary tools 
for success. 


THE GEM CITY LIFE 


INSURANCE COMPANY OF DAYTON, OHIO 
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| NEWS ABOUT LIFE POLICIES 








| Policy Literature. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 

















Issues Retirement Income 


Travelers Announces Series of Flexible 
Contracts Combining Life Insur- 
ance with Annuity 


The Travelers is issuing a retirement 
income contract which provides $1,000 
insurance to age 55, 60, 64 or 65, with a 
life income of $10 a month beginning 


at that time. If insured lives to ma- 
turity, annuity is guaranteed for 100 
months. In the later policy years when 


cash surrender value exceeds initia] in- 
surance, it becomes the amount payable 
at death. The paid up surrender value 
follows the same form as the original 
contract, that is, the insurance to ma- 
turity and the life income at maturity 
are reduced in the same proportion. 

Under the extended term provision 
the insurance extended is the amount in 
force when premiums are discontinued, 
that is, the initial insurance or cash 
value, whichever is greater. This insur- 
ance is extended for a period not run- 
ning beyond the maturity age and, if it 
runs to the maturity age, a cash pay- 
ment is made at that time. 

Maturity options for all ages at issue 


are: 
Retirement Inc. Starting 


iad akan $1,500 $1,375 $1,250 $1,200 
$1,000 paid 

and cash..... 
Paid life....... 


Both options involving paid life in- 
surance are subject to evidence of in- 
surability. The contract is issued with- 


601 


1,927 


538 


1,022 779 
7 1,813 


2,901 2,30 


out disability provision or with disability 
provisions 4-R or 5-R, which cease at 
maturity. 


Rates per $1,000 are: 
Retirement Income at 
55 60 
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Texas Security Life 


_ The Texas Security Life of Dallas is 
issuing two new policies, the ordinary 
life-endowment at age 85 and 20 pay- 
ment life-endowment at age 85, both 
non-participating. It is stipulated that 
the ordinary life shall become participat- 
ing after payment of 20 full years’ pre- 
miums, and the 20 payment life when 


it -becomes paid up for its face. Rates 
at five-year intervals are: 

Ordinary 20-Pay- 
‘ Life-Endow- Endow- 
Age ment at 85 ment at 85 
15 Mad eoes rete dhwe $12.46 $20.20 
RRR: 13.82 21.80 
SS Pare 15.54 23.74 
I Sao oan a 17.76 26.10 
MY abe Slog ca wcd qe 20.66 28.98 
OEE Se Sicedweted 24.65 32.59 
NEES Cute cc wane 30.73 37.83 
ARR as 38.77 44.85 
ye GRE 49.49 54.11 
RS PRE: 64.10 66.77 
ee eee 86.43 ou 


Lincoln Reserve Life 


; The Lincoln Reserve Life of Alabama 
is issuing a new policy Known as the 
cash draft policy. It is issued on the 
ordinary life plan on ages from -five to 
45 and for the time being only in 
amounts of $250. The premium is paid 
annually only and the policy has the 
Usual cash values and policy loan privi- 
lege. The Policy is so designed that 
when folded one side is the draft and 
the other side is for the bank and other 
endorsements. The beneficiary needs 
only to write the date of the déath of 
the insured ana date the draft, sign it, 
take it to the bank and cash it: 


Important Sun Life Changes 


First-year Dividend Discontinued, Sur- 
render Values Increased—Old Par- 
ticipation Scale Continued 


The Sun Life of Canada will pay divi- 
dends for the year beginning Apr. 1 on 
the same scale as that used since 1929. 
Two very important changes become 
effective on that date. Policies issued 
after Apr. 1, 1931, will contain provi- 
sion for dividends at the end of the sec- 
end year and annually thereafter. In 
announcing the discontinuance of first 
year dividends the company points out 
that it has long been realized that no 
actual profit is earned during the first 





policy year. Expenses, commissions, 
mortality, etc., practically consume the 
first year’s premium. This condition 


was the cause for establishing the pre- 
liminary term reserve system. 

In order to pay dividends as actually 
earned it will be the home office prac- 
tice to apportion extra dividends when 
surplus warrants. On the basis of pres- 
ent earnings it is expected that the com- 
pany will pay an extra fifth-year divi- 
dent approximately equal to the first- 
year dividend plan. 

The second important change is an 
increase in surrender values for the sev- 
enth to 14th years inclusive. At age 
35 ordinary life, the increase in cash 
value is $1, per $1,000 insurance the sev- 
enth year; eighth year $2; ninth year 
$4; tenth year $8; llth year $6; 12th 
vear $5; 13th year $4; 14th year $2. 
There is a corresponding increase in the 
other surrender options. 


Kansas City Life 


The Kansas City Life is now Including 
in its policy settlement options an in- 
vestment annuity providing that the 
company will pay an annuity during the 
life of the payee, or for a shorter fixed 
period, at the end of which time the 
annuity shall terminate and the proceeds 
shall be payable in one sum The an- 
nuity will be at the rate of $35 a year 
or $2.86 per month for each $1,000 of net 
proceeds. 

The Kansas City Life has added a new 
policy settlement option. In lieu of pay- 
ing policy proceeds in one sum, it will 





' 

pay an investment annuity for the life 
of the payee, or for a shorter fixed period, 
at the end of which time the annuity 
shall terminate and the net proceeds be 
payable in one sum The annuity pays 
at the rate of $35 per year for each $1,000 


of net proceeds paying in one sum, and 
the first annual annuity payment will 
be made when the net proceeds of the 
policy become payable. 


Connecticut Mutual 
To provide a definite savings plan for 
children, the Connecticut Mutual Life is 


issuing its guaranteed endowment an- 
nuity to children from 1 to 9 years old 
as well as older children It may be 


exchanged for a life or endowment policy 
after the annuitant has attained age 10, 
on satisfactory evidence of insurability. 


A. B. Banks Under Indictment 


A. B. Banks, erstwhile banking and 
insurance wizard of Arkansas, has been 
indicted by the Mississippi county, Ark., 
grand jury, charged with receiving de- 
posits in the First State Bank of Os- 
ceola while it was insolvent. There are 
now three major actors in the Rogers 
Caldwell manipulations under  indict- 
ment, the others being Rogers Caldwell 
and Col, Luke Lea, southern publisher, 
politician and financier. Banks’ insur- 
ance companies were the Home Fire and 
Home Accident of Arkansas, now in 
receivership and the Home Life of Ar- 
kansas. 
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Cleveland and 


Marcu 18 was the 94th anniversary of 
the birth of former President Graver 
CLEVELAND, the occasion being commemo- 
rated by the Grover CLEVELAND Associa- 
TION, members of the Cleveland family and 
political associates of the former chief ex- 
ecutive, in a radio broadcast and dinner. 
Life underwriters have an interest in Mr. 
CLEVELAND wholly apart from his political 
activities, in that he was the unanimous 
choice of the company officials for the gen- 
eral management of the ASSOCIATION OF 
Lire INSURANCE PRESIDENTS when that 
organization was formed in December, 
1906, nearly a quarter of a century ago, 
and so served until his death. He was 
succeeded by Ropert LYNN Cox, later 
vice-president of the Metropotitan Lire, 
who passed away some two years ago. 

Mr. CLEVELAND'S selection to head: the 
ASSOCIATION OF Lire INSURANCE PRESI- 
DENTS followed the period of extreme de- 
moralization in the institution of life in- 
surance that resulted from the sensational 
disclosures in the memorable “Armstrong 
investigation.” 

Business in large volume lapsed and new 
writings were exceedingly limited in vol- 


Life Insurance 


ume. The need for restoring public confi- 
dence in the institution was appreciated. 
With the application of the series of new 
laws adopted by the New York legislature 
upon the recommendation of CHARLEs E. 
HuGues, chief counsel for the Armstrong 
committee and now chief justice of the 
United States Supreme Court, the major- 
ity life companies of the country formed 
the AssociaTION OF Lire INSURANCE 
PRESIDENTS, inducing Mr. CLEVELAND to 
become its general manager, which the 
former President did after assuring him- 
self that the life insurance business as a 
whole was worthy the confidence of the 
public. 

The people, regardless of their political 
bias, had complete faith in the integrity of 
Mr. CLEVELAND and freely accepted his as- 
surance as to the situation in the life insur- 
ance field. Confidence in the institution 
was soon restored, since which time it has 
never wavered, but on the contrary has 
grown stronger with each passing year. 
The life insurance fraternity is indebted to 
Mr. CLEVELAND for the part he played in 
bringing about the new condition, and 
should never forget his contribution. 


The Folly of Braggadocio 


THE man who is always telling how 
good he is, what great. things he has 
done and what he has accomplished is 
constructing a false platform on which 
to stand. The really.competent, : trust- 
worthy, achieving man does not have to 
brag about himself. Boasting is one of 
the common and feeble characteristics 
of some people. It is a sign of mental 
frailty. Such a man feels that he is 
making a genuine impression on others, 


when he may be doing exactly opposite. 
On the other hand, the discerning ob- 
server sees through his folly. No man 
can succeed who does not have a high 
opinion of himself. That, however, 
should be for his own knowledge. 
Others gain their opinion of one’s char- 
acter, reputation and work by observing 
what he does. When a man starts to 
talking about himself he can be put 
down immediately as a “weak sister.” 


Using’ Wise Counsel 


Many men do not appreciate the value 
of weighing the judgment and counsel 
of others who have had wide experience.: 
While a man must decide for himself 
what he shall do, he can gain much 


from listening to others and tearing a 
chapter out of the book of their own 
life. The advice of a man of poor judg- 
ment is worthless. That of a man of 
excellent judgment is priceless. 





W. V. Connell, since joining the Texas 
Security Life in February, 1930, has 
written considerably over $1,000,000 of 
business. Mr. Connell is a firm be- 
liever in the visual sales idea and carries 
a complete kit at all times so as to be 
prepared for any life underwriting situ- 
ation. His average policy is $15,000. He 
has been in the life insurance business 
for about ten years and was with several 
other companies before joining the 
Texas Security. 

L. F. Weatherwax, supervisor of the 
John Hancock Mutual Life at Wichita, 
Kan., has entered the race for city com- 
missioner. He is just completing a term 
as member of the Wichita school board, 
having served one year as president. 


E. E. Andrews, agents’ counselor at 
large, and J. C. E. Allum of the clearing 
house branch of the New York Life in 
Chicago, ranked first and second respec- 
tively among the 200 leaders in volume 
of new paid business in February among 
all the agents of the New York Life. 


The “Insurance World” has made its 
appearance in India under the editorship 
of S. C. Ray, M. A., B. L., F. R. Econ, 
whose offices are at Id, Preonath Baner- 
jee street, Calcutta. 

“Late pundit Motilal Nehru,” Mr. Ray 
informs THe NaTIONAL UNDERWRITER, 
“had kindly given his blessings to the 
‘Insurance World.’ It has also received 
good wishes from several other persons 
of lead end light.” 

Because deaths and injuries resulting 
from motor car accidents in Kansas 
City, Mo., have increased enormously 
the past year, a vigilante committee has 
been organized under the direction of 
the Kansas City Safety Council and W. 
T. Grant, president of the Business 
Men’s Assurance, placed at its head. 
Vigilantes will report the license num- 
bers of cars violating the traffic ordi- 
nance to the police. 


C. M. Putnam, treasurer of the Na- 
tional Guardian Life and during 30 
years associated with the insurance 


business in Madison, Wis., died suddenly 
at his hotel. His death was believed to 
have been caused by an unsuspected 
heart lesion. 

Mr. Putnam went to Madison about 
30 years ago to become assistant secre- 
tary of the Wisconsin Life in the days 
of L. M. Fay’s direction of the com- 
pany. When the National Guardian 
Life was organized in 1910 he became 
its first secretary, and later was elected 
treasurer. 

Life insurance men who knew the late 
James Cowan, who was general 
agent of the Northwestern Mutual Life 
at Aurora, Ill., for a number of years, 
will be interested to know that a large 
part of his famous collection of paintings 
by modern artists has been secured by 
the park commission at Nashville, Tenn., 
and is to be placed in’ the base- 
ment of the celebrated Parthenon in 
Centennial park. The Parthenon is an 
exact replica of the original building on 
the Acropolis at Athens in all its as- 
pects. It is the only reproduction of 
the kind in the world. Mr. Cowan was 
one of the most celebrated collectors 
of paintings in the central west. It is 
interesting to know in this connection 
that Lee J. Loventhal of Loventhal 
Brothers, Nashville local agents, who 
represent the Northwestern Mutual 
Life, is one of the park commissioners 
and he was largely instrumental in get- 
ting the Cowan collection. Mr. Loven- 
thal frequently met Mr. Cowan at 
Northwestern Mutual Life conventions. 


Life insurance men the country over, 
who have come in contact with Col. 





Dan W. Simms, regret to learn of his 








death at Lafayette, Ind. Colonel Simms 
was general counsel of the Lafayette 
Life. He was one of the founders of 
the legal section of the American Life 
Convention and served as one of its first 
chairmen. He was prominent in Indiana 
politics and was a noted lawyer in his 
section. He was one of the most faith- 
ful attendants at the legal section 
meeting. Colonel Simms was a man of 
rugged honesty, courage, typical of the 
old school, who had high ideals and 
lofty motives. 

Lorry Jacobs, advertising manager of 
the Southland Life, is in receipt of a 
letter from N. H. Lalwani of Bombay, 
India, asking for advertising material 
used in the three-year cooperative cam- 
paign of Texas life companies, which 
Mr. Jacobs managed so_ successfully, 
The Texas slogan, “What Texas Builds, 
Builds Texas,” will be adapted to “What 
India Builds, Builds India.” 

India is the fourth foreign country to 
seek information about Texas’ coopera- 
tive campaign. England, Australia and 
Japan were the other three. 


Col. C. B. Robbins, president of the 
American Life Convention and the Ce- 
dar Rapids Life, presented his views on 
needed war-time emergency measures 
before the War Policies Commission at 
its recent conference in Washington, 


5, 

Colonel Robbins attended the confer- 
ence in his capacity as chairman of the 
national defense committee of the Amer- 
ican Legion. He is a former assistant 
Secretary of War and a veteran of both 
the Spanish-American and the World 
War. He served overseas with the 
Rainbow Division. 

George Woodard, manager at Wich- 
ita, Kan., for the Equitable Life of New 
York, has been confined to a hospital 
there for several weeks with ulcers of 
the stomach and will not be able to re- 
turn to his office for some time. Mr. 
Woodard took charge of the Wichita 
office the first of the year. 


Alfred MacArthur, president of the 
Central Life of Chicago, has returned to 
his desk after a vacation of a few weeks 
spent at his winter home at Cuernavaca, 
Mexico. Last year Mr. MacArthur ac- 
quired an attractive home and grounds 
at Cuernavaca formerly owned by the 
English ambassador to Mexico. It is, in 
fact, one of the show places in the re- 
gion in which it is located. Its beauti- 
ful garden was illustrated in last Sat- 
urday’s issue of the Chicago “Evening 
American” in a_ six-column cut, the 
photograph showing Mrs. MacArthur 
and the two MacArthur boys in the 
tropical plants and flowers which have 
been developed. A number of Mr. Mac- 
Arthur’s friends visited him during his 
recent stay at Cuernavaca. 


Rev. J. L. Albritton of Chicago, re- 
tired Methodist minister, died Tuesday 
at the age of 84. He is the father of 
E. §. Albritton, Chicago manager of 
the Provident Mutual Life and formerly 
vice-president of the Southern States 
Life. Dr. Albritton had been retired 
for 12 years. He spent 50 years m 
the ministry and was on the staff of 
the Chicago Temple, where the funeral 
was held. Dr. Albritton was present at 
the luncheon given for his son in Chi- 
cago when Vice-president M. A. Lin- 
ton of the Provident Mutual inducted 
him into office. Dr. Albritton was @ 
member of the G. A. R. He was a ma- 
tive of Kentucky and at the time of the 
war some of his brothers enlisted in the 
northern army and some in the south- 
ern. 


R. B. Forsyth of Cheyenne, former 
Wyoming insurance commissioner, di 
last week. He had also served as state 
auditor and state senator. 
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Pan-American Agents Succeed with 


MODERN ORDINARY POLICIES 


A full line of standard Life and Endowment policies with Life Income 
Policies, the Family Protection Contract, Life Expectancy Insurance, 
the Original Five-Point Victory policy and other special competitive 
contracts; Child's Life and Endowment policies. 


ANNUITIES—IMMEDIATE AND DEFERRED 


A recently added Annuity series including single-premium and an- 
nual deposit Life Annuities with and without Cash Refund; Retire- 
ment Annuities with Insurance Provision, Cash Surrender Values and 


Disability Benefits. 


GROUP AND SALARY-DEDUCTION INSURANCE 


Group, Wholesale and Salary Deduction insurance enable Pan- 
American Representatives to meet competition in these fields. 


LIBERAL GENERAL PROVISIONS 


Low net-cost for all contracts, standard cash-loan and non-forfeiture 
clauses, up-to-date Disability and Double. Indemnity coverage; 


Premiums payable annually, semi-annually or quarterly; 4!/2°/, Trust 
Fund Agreements for deferred settlement of policies at maturity. 


HOME OFFICE HELPS 


A _positive-working prospect system conducted from the Home 
Office; Advertising Helps for the Field; Cashiers in prominent cities 
to aid in renewal of writings. 


LIBERAL CONTRACTS 
Pan-American Agency Contracts are liberal both in general provi- 
sions as well as in first-year and renewal commissions. Individual 
Representatives are promoted to managerial positions upon proving 
ability. 
EXTRA AWARDS 

The Builder's Club of the Pan-American pays bonuses for appoint- 
ment of new Representatives; The Dynamo Club brings convention 
privileges and special recognition to producers of $200,000 annual 
paid business; The Book-A-Month Club provides regular producers 
with approved insurance texts. 


FIELD HELP FOR INDIVIDUAL REPRESENTATIVES 


Branch Offices, General Agencies and Managerial Offices in the Pan-American territory are indicated by stars in the map above. New 
Representatives in these districts receive training and complete cooperation from Agency Heads—added reasons for success. 


A number of attractive openings exist in the 
Pan-American Agency territory at present. 
Those not under contract may secure further in- 
formation about Pan-American contracts by 
calling at the offices indicated on the map 
above or by writing the Home Office. 


PAN-AMERICAN 


CRAWFORD H. ELLIS 


President 





NEW ORLE? 


For Agency Information Address 


TED M. SIMMONS 
Manager United States Agencies 


FE INSURANCE CO. 


S, U.S.A. E. G. SIMMONS 


Vice-Pres. and General Manager 
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YOU CAN’T DENY THIS! 








































The American public fully re- 
alizes and takes advantage of 
the unlimited benefits of Life 
Insurance. 


How do we knowP 
Ask a hard one! 


About 55 per cent of the 
population —68,000,000 
persons— are protected 
in the staggering sum 


of $108,500,000,000 by 


life insurance policies. 


Here’s another truth! 


The other 45 per cent is at home 
waiting to buy protection from 
life insurance salesmen wise 
enough to approach them. 





Che Prudential 


Insurance Company of America 


” STRENGTHOF, * 
‘ / GIBRALTAR / / 


a 
FOUNDED BY 
JOHN F. DRYDEN 


EDWARD D. DUFFIELD, President 
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Home Office : 





Newark, New Jersey 














ASSETS GAIN NEARLY 
15 MILLIONS 


Total Admitted Assets, December 31, 1930: 
$148,905,570.40 


Total Admitted Assets, December 31, 1929: 
$133,931,890.94 


Gain, 1930 over 1929: 
$14,973,679.46 


Bankers Life Company 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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Fuchs & Schuster Appointed 


Get Second General Agency in Chicago 
of Illinois Bankers Life of 
Monmouth, Iil. 








Fuchs & Schuster have been appointed 
second general agents in Chicago by the 
Illinois Bankers Life of Monmouth, Ill. 
E. F. and H. C. Rinear, father and son, 
operate the first general agency there. 

P. W. Fuchs during his four years 
with the Illinois Bankers made an out- 
standing record as a personal producer 
and previously he was with the Fred 
Harvey system. A. G. Schuster has 
been in life insurance since 1912. Mr. 
Fuchs started with the Rinear agency 
and produced about $1,500,000 in his 
first year. For 18 months he was gen- 
eral agent for the Illinois Bankers after 
the Rinears resigned to represent an- 
other company and with their return to 
the Illinois Bankers Mr. Fuchs joined 
Mr. Schuster. 

The latter started with the Prudential 
and became assistant district superin- 
tendent. He organized the Reserve Mu- 
tual Casualty of Chicago, a health and 
accident company, in 1919, and is con- 
tinuing this organization. The new gen- 
eral agency is quartered at 30 North 
La Salle street. 


Hall to Succeed Marmon 


Placed in Charge at Memphis by 
Mutual Life of New York Upon 


Marmon’s Retirement 











The Mutual Life of New York has 
appointed J. F. Hall manager in Mem- 
phis to succeed J. B. Marmon, who re- 
tires March 31 under the company’s re- 
tirement plan. Mr. Hall's territory will 
be 24 counties in Tennessee, 22 coun- 
ties in Mississippi, and five in Arkansas. 
His headquarters will be in the present 
offices in Memphis. 

Mr. Hall’s home is in New Albany, 
Miss., where he began his business ca- 
reer in a bank, later joining the Mutual 
Life there in 1915 as an agent. He was 
made district manager in 1926. He has 
been a member of the company’s field 
club and has been on the company’s 
honor lists. Mr. Marmon entered the 
Mutual Life service in Texas in 1930. 
In 1912 he was made manager at 
Memphis, where he has been very suc- 
cessful. 


Form New Cleveland Agency 





W. E. Baker and R. B. Coffman Join 
Forces to Act as General Agents for 
Pacific Mutual 





The firm of Baker & Coffman has 
been formed at Cleveland by W. E. 
3aker and R. B. Coffman, both well 
known in that ,city, to act as general 
agents for the Pacific Mutual Life, with 
offices at 810 Leader building. 

Mr. Baker was recently elected presi- 
dent of the Cleveland Life Underwriters 
Association. He graduated from Syra- 
cuse University in 1914 and was exec- 
utive secretary of the Cleveland Y. M. 
C. A. until 1920, when he joined the 
Penn Mutual Life as a special agent 
and continued in that position until he 
entered the new partnership. 

R. B. Coffman entered the insurance 
business in 1918 and was appointed field 
assistant in Chicago for the Travelers. 
Later he was transferred to Syracuse, 
N. Y., in the same capacity and in 1921 
he was made manager at Camden, N. J. 
In 1925 he joined the Connecticut Gen- 
eral Life at Cleveland as a special rep- 
resentative in the group department. In 
1926 he was transferred to Illinois, with 
headquarters at Peoria, and in 1928 re- 





turned to Cleveland as supervisor. of 
agents for the Penn Mutual. 





Bland Goes with Home 
Agency Supervisor Penn Mutual a 
Minneapolis Made Manager of New 
York Company There 








W. C. Bland, agency supervisor of the 
Minneapolis agency of the Penn Mutual 
Life, has been appointed general agent 
in that city by the Home Life, succeed. 
ing J. S. Murphy, who recently resigned 
to join the Buffalo agency of the My. 
tual Benefit Life as assistant manager to 
Clay Hamlin. 

Mr. Bland has had experience in both 
selling and managerial work in Illinois 
and Minnesota. Beginning as an agent 
in Champaign, IIl., in 1923, he took up 
supervisory work a few years later at 
Kewanee, Ill. In 1928 he went to Min- 
neapolis as agency supervisor in the 
Minneapolis agency of the Penn Mutual 


Life. 





J. M. and E. H. Chappell 


Following its admission to Kentucky, 
the Indianapolis Life has appointed J, 
M. and E. H. Chappell as Kentucky 
managers, with offices in the Heyburn 
building, Louisville. J. M. Chappell for 
some years was with the John Hancock 
in Indianapolis, later with the Mutual 
Life of New York and Inter-Southern 
Life in Louisville. E. H. Chappell, a 
son of J. M. Chappell, is a graduate of 
the University of Louisville and until 
recently was connected with the group 
department of the Inter-Southern. 


G. C. Mauss 


G. C. Mauss, for a number of years 
Kansas general agent for the John Han- 
cock Mutual, with headquarters at 
Wichita, has resigned to join the agency 
force of the Massachusetts Mutual un- 
der A. D. Lynn, general agent. 








W. L. Ewing, Smith Cullom 


W. M. Hammond, general agent of 
the Aetna Life at Los Angeles, has ap- 
pointed W. L. Ewing assistant general 
agent, succeeding F. C. Whatley, who 
has been made general agent at Cincin- 
nati. Smith Cullom has been put in 
charge of the brokerage department of 
the agency. 





Law Bros. 
Law Brothers, 844 Rush street, Chi- 
cago, have been appointed general 


agents of the Provident Life & Acci- 
dent of Chattanooga and will represent 
it for life, health and accident. 


O. W. Nystuen 


The National Life, U. S. A., has ap- 
pointed O. W. Nystuen agency manager 
at Los Angeles. Mr. Nystuen has had 
an extensive and successful experience 
in life insurance, having been identified 
for more than 20 years with several 
well known companies. His appomt- 
ment was made by Supervisor of.Aget 
cies S. N. Randolph, who has been for 
some time on the Pacific Coast. 





P. R. Green, J. T. Butler 


P. R. Green, Aetna Life, general agent 
in Salt Lake City, has been transferr 
to Seattle. He is succeeded in Salt Lake 
City by J. T. Butler, who has been as 
sistant general agent for the past s* 
months. 





Life Agency Notes 


The Pacific States Life appointed Hust 
B. Rudd as general agent at Fresno, 
Cal. He was formerly a leading producet 
for the Northern Life. 

The Colonial Life of Jersey City has 
promoted Martin Goder to assistant mam 
ager at New Brunswick, N. J. 

Don Parker has been named agency 
organizer for the New York Life in Des 





Moines. 
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Home Club Elects Staff | two-day school for his agency force, 
Agency with 21 in attendance, in charge of A. 
: | A. Greenhill of Bridgeport, Conn., the 
Mutual at Producers in Hintzpeter Office of Mu-| company’s life insurance leader, who 
of New tual Life at Chicago Phrase had a production of more than $1,500,- 
e Interesting Creed 000 last year. 
Ait Mr. McIntosh is now inaugurating a 
isor of the R. H. Eastman was elected president povettengy aad i aumunioe a 
nn Mutual of the Hintzpeter field club of the| Melvin Young, a sales specialist, will 
eral agent Hintzpeter agency, Mutual Life of New| assist Mr. McIntosh in conducting 
e, succeed- York, in Chicago. Other officers elected | these classes. Mr. McIntosh took charge 
ly resigned were: Secretary-treasurer, Ralph Lipsey; | of the Chicago agency two years ago 
f the Mu- first vice-president, C. A. Stone, and sec-| and in that time has built an agency 
nanager to ond oe yey ng Ponty producing a sizable volume of business. 
: jects of the he 7 ’ 
ice in both ay legitimate way the interests of the as 
in Illinois agents, agency and mee, ane = Consolidations Are Announced 
S an agent courage more intimate, friendly, socia i snes ‘ ‘ 
1e took up and better business relations. The Wabash, Ind., office of the 


rs later at 
nt to Min- 
or in the 
nn Mutual 





A creed has been prepared: 

1. To work in harmony, and cooper- 
ate with each other. 

2 Te promote friendship, 
lowship among the members. 

3. To strive for a greater production 


good fel- 





Western & Southern Life has been con- 
solidated with the Peru, Ind., office, 
under Assistant Superintendent B. Bax- 
ter. The Franklin, Ind., office has been 
transferred to the Columbus district and 
the Mooresville office to Indianapolis 




































































il of business. south. The Lebanon, Ind., territory has 
= 4. To be efficient and loyal to the| been consolidated with the Frankfort, 
Kentucky, management by every desirable means. | [nq office, under Superintendent L. S. 


To cooperate with new agents to- 





- 5. : ee 
— J ward making them efficient and more Dixon of Lafayette. 

entucky productive. , 
> Heyburn 6. To manifest personal interest in . 
happell for each other’s welfare. Bovik Brothers Move 
n Hancock 7. To stimulate and encourage agents 





he Mutual whose interest and production have fal- Bovik Brothers, general agents of the 









































r-Southern len off. Mutual Trust Life of Chicago in that 
chappell, a 8. To hold entertainments and other | city, have removed their offices to suite 
raduate of auqeements. 730, Burnham building, 160 North La 
' - 9. To assist and encourage agents to Salle street 
and until qualify for the field club conventions. + 
the group 10. To visit a member of his family 
hern. in time of misfortune or affliction, and 
offer necessary assistance where possi- 
ble. Southern States 

P 11. To work and strive for our motto 
Tr of years —“All for one and one for all.” 
John Han- 12. To be just, mutual and impartial Local News 
tarters at and act with rights and privileges. 
the agency ; 
{utual un- 
ute H. G. Swanson Is Honored by Alabama Companies Merged 
ia His Former General Agent | American Life of Alabama Formed 
| ; Through American Security and 

ent otf . ° ° ss 
aa ap- H. G. Swanson, the new general agent American Standard Consolidation 
nt general for the New England Mutual in Chi- 
atley, who cago, was the guest of honor at a din- BIRMINGHAM, ALA., March 26.— . 
at Cincin- ner given for him by his former general Superintendent Greer and stockholders OLFERS like to keep out of sandtraps—those 
en put in agent, A. E. Patterson of the Penn! of the American Security and the Amer- 


Mutual Life, Tuesday. 

Among those present were Wallis 
Boileau, Jr., assistant to the vice-presi- 
dent Penn Mutual; H. T. Wright, asso- 
ciate manager Equitable of New York 


hazards that usually bring forth venomous words and 
ruin that hoped-for low score. However, when the 
unhoped for happens and the ball lands in a deep 


ican Standard of Birmingham have ap- 
proved a merger of the two companies 
into the American Life of Alabama. 

The new company will have $300,000 
capital, $350,000 surplus and $14,000,000 


artment of 


treet, Chi in Chicago and president of the Chicago | in force trap it is assuring to a golfer to have the proper club 
d genera Association of Life Underwriters; S. T. Home offices of the new comeeny will 
e & Acci- Whatley, Chicago general agent of the be in + Anse cor Heol poh a on y= Shree and know how to properly play the ball. 


| represent Aetna and former president of the Na- 
tional Association of Life Underwriters; 
F. C. Whatley, new general agent in 


Cincinnati for the Aetna Life; E. C. 


of the two merged companies will be- 
come directors of the new company. Of- 
ficers of the new company will be: 


Commonwealth Life agents are helped out of the 











Fowler, general agent New Engiand| Chairman of the board, D. V. Ed- sandtraps of the life insurance business by that un- 
\., has ap- Mutual: FB TI ou Sadiend mundson, former president American ~* » 
y manager Mutual: S. T. ae z conch tM Security; president, T. W. Wert, former usual plan of Commonwealth Cordial Coopera- 
nm has had tual: ee Din “age Bokum & Di “ = president American Standard; vice- ° " Thi | f + d h ff; 
Oe entifed general caer Neth emt eS eo president and treasurer, R. A. Gray; tion. iS pian oT uns inte ome ortice coopera- 
. identi r ae ; > ; | vice-president, Roy Dunham; secretary ° ° 
th. sever! Toit avihy Meter, associate general | 17 Superintendent of agencies, George tion which produces results enables Commonwealth 
S oint- . - J- , 6 risors, it 7 st . 
. cf heer Patterson agency. jelirey; supervisors, HoR Thrasher snd Life Agents to forge ahead. 
s been lor e Both companies were organized in 
ast. Life Trust Club Meets 1928. At the end of 1930, the American ° " 

C. P. Blachley, Equitable of New Standard had $7,255,560 in force and the We would like to show you how Commonwealth 
ler York in Chicago, led an interesting sales | American Security $6,617,335. | Mr. Jef- Cordial Cooperation" will help you over the diffi- 
eral agent demonstration held at the meeting of | '*¢Y one been Seomaty of the d wed It pl 
rransferr the Life Insurance Trust Club of that | #8" Security since it was formed. culr places. 

Salt Lake on The - is placing major em- n 
been as- Phasis on sales problems rather than Carolina Tax Bi . : ° 
; past six analytical work such as estate analysis, 22 South 7 _ I. Smith Homans, Vice-President 
Programming, etc. R. M. Rickey of the The South Carolina house passed 
- B. Thurman general agency New | house bill 355 imposing an additional 1 
England Mutual, js president; Harry- An- | percent tax on insurance companies. It 
ated at derson, office manager Rockwood Com- | now goes to the senate. 


Pany, vice-president, and F. O. South- 
rook, Prudential, secretary. 
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» City has McIntosh Conducts School The Republic Mutual Life of Dallas, 

stant man- F : which recently took over the Crockett » 
by cllowing meeting held in Chicago | Mutual Life of San Antonio, announces 

ed agency : Seneral agents of the Monarch | the new official personnel. J. T. Sluder 

fe in Des Life and Monarch Accident, F. W. Mc-| of the Crockett becomes president, Ed. LOUISVILLE, KENTUCKY 
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Writing all standard forms of participat- 
‘ing and non-participating insurance con- 


offered dependable men who desire 


COLUMBIA LIFE 


INSURANCE COMPANY 


Prosperous 


Liberal and profitable contracts 


S. M. Cross, President 


Cincinnati, Ohio 










































HEALTH SERVICE 


One of the finest aids offered by Provident Mutual to 
its policyholders is the Health Preservation Service. 
Satisfied, friendly policyholders are a great asset to 
Provident representatives. 


Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 


manager, A. H. Bell vice president and 
general manager and E. H. Banta vice 
president and agency manager. Offices 
will be maintained in the Republic Bank 
building in Dallas. 

Some new policy contracts are being 
prepared and will be ready for the 
agency force about April 1. 
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Tax Proposal Stirs Colorado 














Premium Tax Increase Proposed 
Strongly Opposed by Both Life and 
Fire Interests 





DENVER, March 26.—One of the 
liveliest legislative struggles in years has 
developed over the bill which would 
boost the state tax on insurance pre- 
miums from 2 percent to 2% percent. 

Legislators, now in session, are re- 
ceiving an avalanche of letters from life 
insurance policyholders throughout 
Colorado protesting the unwarranted 
burden against their policies. Many 
life insurance leaders have also vigor- 
ously opposed the measure in commit- 
tee. Frederic Williams, secretary Rocky 
Mountain Fire Underwriters Associa- 
tion, will present figures to the commit- 
tee, indicating the fire and life insurance 
premiums are already bearing far more 
than their share of the tax burden of 
the state. 

The daily press has taken up the sub- 
ject, giving liberal space against the 
measure in news reports and editorials. 

“Any new tax is undesirable,” de- 
clared the editors of the “Rocky Moun- 
tain News,” “but in this case it par- 
ticularly is bad to put another tax on 
those who can least afford it—the poor- 
est people in the state. There are thou- 
sands of Coloradoans whose insurance 
represents their only estate, and who 
are keeping up their premiums with dif- 
ficulty. Any reduction in their divi- 
dends, brought about by an increased 
tax, will make it even more difficult for 
them to do so.” 


Get the Los Angeles Life 


Insurance Companies Corporation Has 
Purchased Control and Will Locate 
at Culver City 











LOS ANGELES, March 26.—An- 
nouncement is made in Los Angeles that 
ownership of the Los Angeles Life has 
been acquired by Insurance Companies 
Corporation, a holding company com- 
prising a group of local insurance men. 
Harry H. Culver, founder of Culver 
City and well known realtor, has been 
made president of the Los Angeles Life 
following the change in ownership, with 
E. G. Doerfler, prominent in the insur- 
ance field for more than a score of years, 
as executive vice-president, and Walter 
H. French, local attorney, secretary- 
treasurer. The new board of directors 
it is understood will be announced later. 
The Los Angeles Life was organized 
in San Francisco seven years ago under 
the name of the Associated Life, the 
change in name to Los Angeles Life 
having been made last July, following 
removal of the home office to this city. 
Prior to completion of the deal just 
closed Bert Bane was president; Dr. C. 
E. Remaly, vice-president, and B. M. 
Moore, secretary-treasurer. The com- 
pany, which has been operating in Cali- 
fornia and Nevada, had $250,000 capital, 
with surplus in excess of $50,000, and 
insurance in force, it is stated, of more 
than $5,000,000. It is reported in con- 
nection with announcement of the 
change in ownership that the former 
officials have disposed of all their inter- 
ests in the company. 

New offices have been established in 
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will occupy the entire second floor. In 
addition to life policies the company 
also writes accident and health coverage 
and an extensive program of expansion 
is planned, particularly in the accident 
and health field. 

Mr. Doerfler was for several years 
president and general manager of the 
Globe National Fire, Sioux City, Ia.; 
assistant secretary of the Acme Fire, di- 
rector of the Federated Fire Reinsur- 
ance and an official in many other insur- 
ance concerns. He is president of In- 
surance Companies Corporation, which 
has an authorized capitalization of 60,000 
shares of class A 6 per cent cumulative 
and participating stock of $25 par value, 
of which 40,000 shares are issued and 
4,000 Class B no-par shares, all of which 
are issued. 

Membership of the directorate and 
advisory board of the holding company 
consists of a number of prominent in- 
surance officials of various companies, 
including A. S. Bathy, St. Louis, comp- 
troller American Central Fire; Volney 
E. Howard, San Francisco, special 
agent Equitable Life N. Y.; A. A. Mc- 
Kinley, Chicago, corporation and insur- 
ance attorney; W. R. C. Kendrick, Des 
Moines, former insurance commissioner 
of Iowa and first vice-president and 
general counsel for the Royal Union 
Life; Clyde W. Miller, Topeka, Kan., 
president Preferred Risk Fire, and 
president Cosmopolitan Life; Fred A. 
Spear, Los Angeles, president Harris & 
Spear, general agents for the Buffalo of 
New York, Germariic of New York, Ma- 
jestic Underwriters of Chicago, Ohio 


Farmers and Ohio Farmers Indemnity | 


and United States managers for the 
Canadian Fire and Pennsylvania Under- 
writers; F. J. Uehling, Beverly Hills, 
president Peoples Mutual Life; 
Wyckoff, New Orleans, state agent, 
Aetna Fire; C. S. Vance, president lowa 
National Fire. 

Vice-President Doerfler states that the 


Insurance Companies Corporation will 
continue with plans originally made to 
buy insurance companies but will devote 
its immediate future to life insurance. 
The Los Angeles Life writes health and 
accident as well as life, the latter run- 
ning about $175,000 a year in premiums. 
The Los Angeles Life is occupying the 
second floor of the Culver building. Un- 
der the plans the Insurance Companies 
Corporation, Mr. Doerfler declares that 
it will absorb other life companies. 





Investment in Stocks of 


Other Insurers Limited 


Among the insurance measures 
adopted by the recent Oregon legisla- 
ture and signed by Governor Meier is 
an act prohibiting any domestic com- 
pany from investing more than 10 per- 
cent of its capital and funds in the stock 
of other insurance companies. 

The governor is authorized to appoint 
a commission to study old age pensions 
and unemployment insurance. Juvenile 
insurance written by fraternal benefit 
societies is affected by one new law. 
Fraternal benefit societies are permitted 
to change to mutual or stock companies 
under another measure. The proceeds 
of life insurance policies payable to 
named beneficiaries other than the in- 
sured’s estate are exempted from inheri- 
tance tax. Another measure defines and 
regulates accident and health policies. 


Shipley Named Vice-President 


The Continental National Life of 
Denver has elected E. V. Shipley vice- 








president and director of sales. He was 
formerly Rocky Mountain region gen- 
eral manager for the Central States Life 
of St. Louis, and was a member of the 
Central States’ millionaire club. He 


was once with the Prudential. 
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Boston Sales Congress Held 


E. G. Manning’s “Case of Mr. Y” Fea- 
tures Program — Analyze Busi- 
ness Case in Afternoon 








BOSTON, March 26.—The annual 
New England life insurance sales con- 
gress was held under the auspices of the 
Boston Life Underwriters Association 
here last week. Instead of having a pro- 
gram of set speeches an innovation was 
introduced this year by E. G. Manning, 
John Hancock, who conducted a discus- 
sion of “Case of Mr. Y,” being an analy- 
sis of the situation of a family man in 
Greater Boston. As a result of the an- 
alysis the family man was sold some life 
imsurance and the agents at the meeting 
were asked to submit their recommenda- 
tions to cover the case. 

_ Another feature of the morning meet- 
img was a typical district office meeting 
of an ordinary weekly premium agency 
conducted by George Spillane, president 
Massachusetts Association of Life Un- 
derwriters and manager of the John 
Hancock agency at Lowell. 

j During the case discussion of Mr. 
Y,.” Mr. Manning asked four under- 
writers to prepare briefs on how they 
would analyze, and what they would 
recommend to close the case. Bryant 


the situation and the actuating impulses 
which induced the man to purchase. 
Mr. Manning prefaced his remarks by 
a few facts on economics. He said that 
the average family income in the United 
States today was $40 a week. If the 
breadwinner of the family was taken 
away it required $100 a month for food, 
clothes and shelter. Thus the average 
family man should provide an income of 
at least $100 a month for his family. 
Ideally this income should continue as 
long as the wife lives, from the interest 
alone, leaving the principal intact. This 
would require a principal of $25,000. 


Alternative Suggested 


It is practically impossible for any- 
body with an income of less than $4,000 
a year to carry $25,000 insurance unless 
started at a very early age. What then, 
shall the man from 40 up do to guaran- 
tee an income of $100 a month? His 
answer to this question was as follows: 
the boy or girl today who doesn’t have 
a high school education just hasn’t a 
chance to compete with his more fortu- 
nate fellows and it should be the duty 
and desire of every family man to have 
this $100 a month income continue for a 
period, at least long enough to give each 
child in the family at least a high school 
education. The average age of gradu- 
ation from high school in the future will 
be about at age 18. Suppose that the 





Nichols, Phoenix, Mutual Life, explained 


youngest child in the family was four, 





187I—SIXTIETH ANNIVERSARY—1931 





tt 


THE LIFE 
COMPANY OF VIRGINIA 


INSURANCE 


Richmond 


Bradford H. Walker 


















































Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1699 


HERBERT M. WOOLLEN, President 



















of 


ATLANTIC 
ADVANTAGES 


Atlantic Underwriters can offer to selected 
male clients a ‘‘Preferred Risk’’ policy con- 
tract on which the net cost is 
attractively low. 
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SALARY—EXPENSE 
' BONUS 


One of the newer and most progressive 
middle western guaranteed low-cost life in- 
surance companies with an excellent record 
is enlarging its Home Office Agency Depart- 
ment. An extensive agency program has been 
developed. Two Field Superintendents are 
needed at once to help carry out this program. 
Their work will consist of securing agents 
and General. Agents and getting them into 
production. 


To the two men who can qualify as able 
organizers and good producers, the company 
will make a very attractive offer on a basis of 
salary, expense and bonus. 


Please give full details about yourself and 
write in confidence to T-8, The National 


Underwriter. 














if you want— 


—Unrestricted Territory 
—Vested Renewals 
—Agency Building 
Opportunity 
—Home Office 
Co-operation 


then you want 
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MADISON, WISCONSIN 
Address W. J. Wandrey, Secretary and Agency Manager 




















subtracting four from 18 leaves a mean 
period in this particular instance, where 
the widow must have $100 a month in- 
come. Now it so happens that $1,000 of 
insurance will provide an income of $100 
a month for practically a year. There- 
fore, it is plain to see that if this mathe- 
matical formula is observed in every 
family when the agent is submitting a 
plan for insurance where the man can- 
not take $25,000 total insurance it would 
indicate that this family must have $14,- 
000 insurance, then there ought to be in 
addition to that about $1,000 to be used 
as an adjustment fund with which to 
bury and pay the last expenses. 


Diseuss Business Case 


The afternoon session was devoted to 
the “Case of Corporation ABCD,” the 
discussion being conducted by Harold 
Cooley, agency supervisor of Moore & 
Summers Agency of the New England 
Mutual Life. There was a set up for 
the corporation based on the same lines 
as the morning discussion of the “Case 
of Mr. Y” and was intensely interesting. 

The closing number of the congress 
was “How Not to Do It,” an amusing 
sales skit by Louis Paret and Edwin 
Sumner, both of the Provident Mutual 
Life in Philadelphia. 

eS 

New York—‘“Cooperators’ Night” is the 
designation of the next dinner meeting 
of the New York City association, which 
will be held at the Hotel Astor April 14. 
Speakers will be V. B. Coffin, educational 
director Penn Mutual, who will talk on 
salesmanship, and E. M. McMahon, vice- 
president Chase National Bank of New 
York, whose subject will be “Coopera- 
tion on a Business Basis.” Carrying out 
the idea, President L. G. Simon has in- 
vited representatives of trust companies 
and the press to sit at the speakers’ 
table. 

ee: +2 

Kansas City, Mo.—R. J. Wetzel, Pacific 
Mutual general agent .here, will speak 
on “The Modern Philosophy of Life In- 
surance” at the sales congress of the 
Kansas City association April 17. 

*x* * * 

Arizona—The Arizona association of 
Life Underwriters held its monthly meet- 
ing with S. S. McMartin, vice-president, 
presiding. 

The program was devoted to discus- 
sion of the opportunities offered to the 
life underwriters. Ray Johnson, Al Mil- 
ler, F. B. Schwentker, C. S. McMartin, S. 
B. Coffin, Clarence Stacey and Peter 
Thompson took part in the program. E, 
L. Grose was program chairman. 

* * * 

Chicago—The board of the Chicago 
association is to meet Friday. Plans are 
being shaped for a meeting of the man- 
agers and general agents division 
shortly after April 1. T. M. Riehle, 
Equitable of New York in New York 
City, will be the speaker at the next 
monthly meeting of the association, 
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April 15. This will be a dinner meeting. 
E. M. Deans, a business insuranee ex- 
pert, who sold $7,000,000 last year, will 
lecture before the class of the Life In- 
surance Institute in the Chicago Board 
of Fire Underwriters auditorium the 
evening of April 1. 
. + 2 

Richmond, Va.—Mrs. W. S. Pritchard 
field representative of the American 
home department of the National asso- 
ciation, was in Virginia this week mak- 
ing talks in several places, including 
Richmond and Hampton, in connection 
with educational work the association is 


doing to stimulate interest of women in 
life insurance. 
*x* * x 
Birmingham, Ala. — The Birmingham 


association, at its next meeting, wil] 
elect a vice-president to succeed €. ¢. 
Greer, who resigned when he became in- 
surance commissioner. Mr. Greer is to 
be speaker at that meeting. 

x * * 

Lincoln, Neb.—At a special meeting of 
the Lincoln association the chair was 
empowered to name a committee to ask 
the city council to pass an ordinance li- 
censing life insurance agents and fixing 
a yearly fee. This action is a part of the 
drive being made against part timers. 

* * x 

Colorado—The Colorado association, at 
its monthly dinner in Denver, listened to 
R. P. Banks, new general agent of the 
Penn Mutual, speak on “Organized Sell- 
ing and a Sense of Humor.” Mr. Banks 
believes that many take actual sales 
presentation too seriously. He stressed 
the need of humor in selling insurance 
as well as other commodities. 

s ¢ 8 

Peoria, Ul.—The Peoria association 
held a stag dinner Saturday night, cele- 
brating the first 100 percent membership 
campaign ever conducted by a unit of 
the National association. Captains and 
team members were guests at the event, 
at which J. H. Wilson, head of the local 
association, presided. Congratulations 
were received from R. B. Hull, managing 
director National association. 

*x* * x 

Indianapolis—R. B. Hull, managing 
director National association, branded 
the “business pessimist” as the most 
serious impediment to business recovery 
today, in an address before the Indian- 
apolis association last week. “The worst 
thing about business today,” said Mr. 
Hull, “is not the condition of business 
itself, but the condition of mind of two 
kinds of business men: (1) Those who 
are complaining about business, and (2) 
those who are spreading false rumors 
and gossip about it.” 

W. W. Jaeger, vice-president and 
director of agencies, Bankers Life of 
Iowa, was present and discussed some 
of the problems of the business, refer- 
ring to twisting as one of the most 
serious, because conditions are favorable 





to the disturbance of existing insurance. 

The Indianapolis Association of Gen- 

eral Agents gave a complimentary 
(CONTINUED ON LAST PAGE) 
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Effective Approach Is Founded on 
Appeal to Buy Additional Policies 
as Way of Repaying Policy Loans 


An effective approach intended to 
pave the way for sale of additional in- 
surance to persons who have loans of 
$500 or more on their policies, worked 
out by the Louisville agency of the Mu- 
tual Benefit, is presented in the com- 
pany’s bulletin, “The Pelican.” 

The purpose of the approach is two- 
fold: To conserve mortgage insurance 
and to open new avenues to new busi- 
ness. The approach is: 


Text of the Approach 
Is Based on Loans 


““Mr. Jones, as you know, the life in- 
surance reserves of this country have 
been called or to an unprecedented ex- 
tent in the past 18 months. I have seen 
estimates that something like $200,000,- 
000 of life insurance money was bor- 
rowed in the closing months of 1929 by 
policyholders who were protecting 
themselves in the stock market crash, 
and reports are that there has been even 
more extensive borrowing in recent 
months. Perhaps you have seen fit to 
utilize some of the reserves which you 
yourself had stored up in life insur- 
ance?””’ 

“The purpose of this comment,” “The 
Pelican” explains, “is to give your 
prospect an opportunity to tell you that 
he has borrowed on his insurance. If 
you know that he has, you may make a 
more direct approach, being tactful 
enough not to arouse resentment.” 


Cites Instalment Plan 
of Repaying the Money 


“‘Because of this widespread borrow- 
ing, we have worked out a very inter- 
esting method for repayment of policy 
loans on the instalment plan which at 
the same time guarantees the repayment 


in full in event of death. 

“*Everyone would like to leave his 
insurance clear so that his family would 
get the full amount which he intended 
that they should when he bought the in- 
surance originally. It is perhaps equally 
important that, if he has made use of 
his insurance reserves for some tempo- 


of a cash reserve available for emergen- 
cies is one of the most important rea- 
sons for buying insurance—the reserves 
so utilized should be reestablished as 
soon as possible after the present emer- 
gency has passed, so that he will be 
equally well prepared for future emer- 
gencies. 


Stress Difficulty of 

Making Lump Repayment 

“‘In spite of its importance both to 
their families and to themselves, it is a 
notorious fact that few men actually do 
repay loans on their insurance, and we 
believe that the reason is because they 
do not find it exactly convenient to re- 
pay the loan in full at one time and they 
do not adopt any systematic method of 
repaying them. 

“*Wouldn’t you be interested in a 
plan by which you could repay the loans 
on your insurance in full at approxi- 
mately 90 cents on the dollar over a 
period of ten years, with the guarantee 
that if you died before the ten years 
were up, further instalments would be 
cancelled and the full amount of your 
policies would be paid to your family? 

“*Let’s see, the total loans on your 
policies now amount to about $...., and 
your age is about .... By paying $.... 
now, and less next year, you can repay 





the full loan of $.... in ten years 
though you will have actually paid out 





field men it now enjoys. 
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Live and Let Live...... 


On that sound basis of mutual satisfaction Fidelity 
has framed its agency contracts. More than half a cen- 
tury. of fair dealing has built the high reputation among 


A singularly successful lead service is backed by a 
very complete offering of modern policy forms. 
Rate policies also contribute to easier selling. The 
Fidelity is financially solid and o 
states, including New York, on a full level net premium 
basis. It has over $425,000,000 insurance in force. 


Openings are available for the right men. 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Low 


rates in thirty-nine 








rary purpose—and, after all, the creation’ 





only about $.... This figure, of course, 
is based on the company’s present scale 
of dividends and therefore cannot be 
guaranteed as to the future, but, regard- 
less of the exact size of future dividends, 
by this plan you will have cleared your 
insurance of the entire $.... loan, 
whether you live or not.’” 

“This approach is timely because of 
the number and size of existing loans,” 
“The Pelican” amplifies. “It is new 
enough to arouse the mind of a pros- 
pect to serious thought and a discussion 
of life insurance from which may arise 
other sales possibilities. It overcomes 
the now common objection: ‘I can't buy 
any more insurance—I had to borrow 
the limit on what I have, etc.’ 





Approach Idea Is Not 
Necessarily a Good Closer 


“Remember, however, that the value 
of an approach on a new idea is not en- 
tirely measured by the success of the 
idea as a closing argument. If an idea 
opens up a serious and revealing discus- 
sion of life insurance, it has effected a 
successful approach. 

“Remember also that any approach, to 
be effective, must be applicable to the 
prospect and adaptable to his needs. 
This approach will not be effective even 
with a prospect who has heavy loans on 
his policies unless he also has income 
and initiative sufficient to be interested 
in repaying the loans. Some loans made 
recently to care for personal and living 
expenses will no doubt have to stand 
for a while, whereas loans made to pro- 
tect business interests may often be liq- 
uidated in this way, beginning a short 
time after they are made. 

“Finally, no approach can be effective 
unless it is tried. If this idea is appeal- 
ing, the time to try it out is right now— 
otherwise it will, to quote the Louisville 
agency's bulletin, ‘pass into the discard 
of good ideas that never bore fruit be- 
cause they were never fertilized with ac- 
tion.” ” 
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COMPANY 


Building 
Your Future 


If you would like to join up with 
a life company that’s going some- 
where—that works hand in hand 
with its men—that is big enough 
to furnish you with every type of 
modern, flexible life and health 
and accident policies—yet is small 
enough to*take a personal inter- 
est in each and every man in the 
field—get in touch with this com- 
pany of co-operation, NOW 














Facts, Figures 











. and . 
Inspirations 
The total national wealth of the 


United States in 1929 amounted to $361,- 
800,000,000 and the national income was 
$84,000,000,000. The per capita wealth 
in 1929 was $2,977 and the per capita 
income $692. 

x« * «* 

Between the ages of 30 and 60 there 
is a 16.2 percent chance that a man will 
be disabled for a period of 90 days or 
longer, a 3.2 percent chance that he will 
be disabled for five years or longer, and 
a 2.2 percent chance that he will be dis- 
abled for a period of 10 years or longer. 
—Penn Mutual Life. 

. x * * 

The average doctor, according to an 
article in the “Medical Economics,” in- 
vests approximately $35,000 in time and 
capital before he becomes self support- 
ing. A doctor should invest in life in- 
surance to provide for the liquidation of 
this investment in case it is impaired 
by his premature death. 

* + . 

It's not the size of the dog in the 
fight, but the fight in the dog that wins. 
—Security Mutual Roster. 

*es 

“By thrift we do not mean the hoard- 
ing of money, but the intelligent saving 
and investing of it."—Henry Ford. 

cee 

About the only thing that comes to 
him who waits is whiskers.—Printer’s 
Ink. 

* * * 

The fundamental reason for buying 
life insurance is not because the insured 
person is going to die, but because some- 
one economically interested in him is 
going to live—Commutopics. 
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1ID30 PROGRESS 


The Lincoln National Life 
Insurance Co. Ft.Wayne, ind 
Snsurance fn force Jan. 17937 
690 Millions 

Gain during 1930 
78 Millions 
New Paid Business 


238 Millions 


Gain mere than l0& 


Assets 
76 Millions 
Gain more than 10z 


























Are you interested? 


We have an especially attractive | 
Agency Contract. to offer real pro- 
ducers. 


Middle West Territory. Liberal Policy 
Contracts. Standard and Sub-Standard. 
Medical and Non-Medical. Special Features. 








Write T-13, The National Underwriter 
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ASSOCIATIONS 




















(CONTINUED FROM PAGE 18) 


breakfast to Mr. Hull and Mr. Jaeger 
Friday morning. 
| 
Davenport, Ia.—Dr. C. J. Rockwell will 
conduct a two-day school for the Daven- 
port association May 8-9. He will dis- 
cuss six of the following eight subjects, 
to be chosen by those attending the 
school: Building the Estate; Distribut- 
ing the Ordinary Bstate; Assuring the 
Income; Selling to Young Men; Selling 
to Women; Insuring the Small Business 
Concern; Mechanics of Program Build- 
ing; Serving Policyholders with Profit. 
ss x. 
Cleveland—Speaker for the April 10 
meeting of the Cleveland association will 
be V. B. Coffin, educational director Penn 
Mutual Life. 


*x* * * 
St. Louis—“The Modern Life Under- 
writer—a Social Engineer” was the sub- 





ject of an address by R. B. Hull, man- 

aging director National association, be- 

fore the St. Louis association March 23. 
* * * 

Los Angeles—With nearly 200 in at- 
tendance, the Los Angeles association 
heard Dr. C. J. Rockwell talk on “Life 
Insurance and Your Estate.” Attention 
was directed to what might be termed 
the property aspect or the investment 
value of life insurance—proof being fur- 
nished beyond question that life insur- 
ance is the best investment a man can 
make, considering the factors of safety, 
return, time and purpose. 

*x* * * 

Indianapolis—At an evening meeting 


of the Indianapolis Association, James 
Teeter, Bankers Life, talked on “Calls, 
Interviews and Application.” He had in- 


teresting material to draw upon as he 
has kept a record of every interview he 
has made since entering the life insur- 


ance business. Ralph Colby, Franklin 
Life, and George Wainwright, Pruden- 
tial, spoke respectively on “Life Insur- 


ance Selling” and “Life Insurance, Your 
Business and Mine.” The entire program 
was furnished by local talent. About 
200 attended. 


Life Notes 

The Volunteer State Life, which re- 
cently took over the business of the 
Southern States Life, has been HNcensed 
in Kentucky. 

E. S. Hart, agency supervisor of the 
Penn Mutual, who formerly had head- 
quarters at Boulder, Colo., has been 
transferred to Denver. He is a brother 
of Vice-president Hugh D. Hart. 

























1851 1931 
Co-operation - Sincerity - Service 
Our Motto for 80 Years 
Ask Any Berkshire Agent 


BERKSHIRE LIFE INSURANCE CoO. 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


**Eightieth Anniversary Year’’ 








Wanted! 


GENERAL AGENTS 
Chicago 
Central. Illinois 


St. Louis Mutual Life Insurance 


Company 


3640 Washington Blvd. St. Louis, Mo. 






























STUDY INSURANCE LAW! 











and 


Full texts of all court decisions on insurance cases 


Workmen’s Compensation) Are published in 
THE INSURANCE LAW JOURNAL 


«Editorial comment on the leading cases. 
issue. Cumulative Index every six months. 


law book, in buckram covers. 
and building your own law library as you go. 
THE INSURANCE LAW JOURNAL 
27 Cedar Street, New York 





$15.00 a year. 


Accumulate Your Own Law Library as You Go! 


all kinds (fire, life and casualty—except surety and 


Index in every 


We will bind these issues for you every six months, into @ substantial 
Binding charge $2 for each volume. 
Thus you are preserving these valuable documents for future reference 


Send for free sample copy. 
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The oldest Trust 


Company in the West 


Wells Fargo Bank & 


Union 


Trust Co. 
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Life Insurance, 
Trust Service 


now go hand 
affairs demand 


ance creates the estate. 


tected Life In 
guards it. 


A Special Reserve Fund of 
$2,000,000 protects 


and income 


Chicago Title 
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Saving 


Chicago 
Michigan Blvd. 
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Earle H. Reynolds 
President 
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Secretary 
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R. B. Upham 
Vice-president 
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The State Mutual Life has undertaken an extensive 


program 
geles agency welcomes you 
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methods. 
Roy Ray Roberts 
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The new 1931 


“LITTLE GEM” 


LIFE CHART 


Now Ready 


F you are not using the “Little Gem” you really don’t know 


what you are missing. Thousands of life underwriters will 


agree with that statement. 


It’s the handiest little helper you can imagine. Just a “vest 
pocket” size book but the facts it contains will answer for you 


those vexing questions that pop up so unexpectedly. 
Policy provisions, rates, dividends, costs, summaries, cash 


values and financial and insurance reports of the life companies 


—all the most important, carefully selected facts that are most 


frequently needed while canvassing. 


The ‘“‘Little Gem’’ will help you 
Write More Business in 1931 


—it gives you greater confidence because you have the facts 


—it prevents useless discussion by giving immediate and authoritative answers 


—it backs up your sales points 

—it saves your time and widens the scope of 
your service 

—it answers rate, dividend, cost, value ques- 
tions 

—it gives you a fimancial and insurance report 
of all established companies, some 300 being 
included 

—it gives you the largest possible amount of 
life insurance information for a book of its 
size 


No other vest pocket book 
published has all these 
valuable features: 


Be sure to get your copy of the new 1931 “Little 
Gem.” It costs no more than others. Why not get 
the best? You'll never be satisfied with any other if 
you do . . . you'll then understand why thousands 
echo these sentiments : 

“I want to register the appreciation I feel every 
time I use the ‘Little Gem,’ to find the net cost col- 
umns added up. . . . It is a mighty handy book in 
every way.” 









Hottey A. WILKINSON, 
National Life Vermont, Boston. 


PLACE YOUR ORDER 


NOW: 


FOR EARLY DELIVERY 


Single Copy Price $2.00 


Special 
Company Club Rates 
To All Agents 


Largest 
Circulation 


. of any book 
\ of its kind! 


Published by 


The National Underwriter Co. 
420 East Fourth Street, Cincinnati 


CHICAGO PHILADELPHIA NEW YORK 
ATLANTA DES MOINES 
SAN FRANCISCO 


Why Thousands Prefer the 


Ordinary Life at Every Age 
Only the “Little Gem” gives you Ordinary 


life 20 year net 


“LITTLE GEM” 


Some 300 companies are shown 


costs at every age, 20-53 exclusive “Little Gem” feature. 


inclusive, and at 55 and 60. 


Not Just Dividends—Net Payments 
Exact net figures with the dividends al- 
ready deducted, to be read at a glance. 
Dividend Accumulation Exhibits 


A new feature—for about 30 of the larger 
companies, showing, years to pay up, to 
mature, total amount paid and cash balance. 


The Information You Need 


More information, more companies operat- 
ing in your territory, than any similarly 
arranged small reference book. 


MORE COMPANIES! 


Financial and Insurance Report 


in this 


20 Year Actual Histories 


20 Pay and 20 year Endowment. 


Convenient Arrangement 


the best methods of selling. 


Many unusual policy provisions a 
fully analyzed in the “Littlé Gem,” 


MORE INFORMATION! 


Here too, the “Little Gem” scores, Net 
Figures—20 years, nine ages for Ordinary, 


“Little Gem” exhibits are of a convenient, 
non-competitive arrangement, designed for 


Thorough Policy Analysis 


re care- 
in addi- 


tion to the usual ones shown in other books. 


MORE FOR YOUR MONEY! 














Bill me at my company club rate. 


Clip and Mail Your Order Now! 
RUSH FOR MY INSPECTION, as soon as ready: 
copies of the 1931 “Little Gem” Life Chart. 


me, I may return my order for full credit. 





If the “Little Gem” does not sell itself to 





TO THE NATIONAL UNDERWRITER CO. 
420 East Fourth Street, Cincinnati, Ohio 












































Peoria Life Service 


Stands the Test 


The Peoria Life and its 
Agency Force adopted no des- 
perate emergency measures to 
combat the depression which 
affected life insurance, al- 
though not so severely as 
other types of business, in 
1930. Instead, we held firmly 
to our established agency 
plans. The customary January 
meetings were held in every 
Peoria Life agency to consider 
the problems of 1931, to project 
appropriate plans for meeting 
them, to hear announcements 
of new features that add to the 
productiveness of Peoria Life 
agents. 











Shortly after, on February 
first, on regular schedule, be- 
gan the time-honored “Bring 
Home the Bacon” drive, a fav- 
orite with the Company’s 
agents, who know its stimu- 
lating influence on their pro- 
duction. This campaign is still 
in progress, contributing, as it 
has for years, its inspiration to 
the prosperity of Peoria Life 
agents. 

1931 has shown a highly 
satisfactory beginning, prom- 
ises to equal or surpass any 
previous record in the Com- 
pany’s history. It is interest- 
ing that the fundamental 
Peoria Life agency program, 
its principles and methods of 
Service to Agents, have proved 
adequate, regardless of condi- 
tions, in promoting the success 
of Peoria Life agents. 









































Peoria Life Insurance Company 


PEORIA, ILLINOIS 





